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Thank You, Mr. Dealer 


Your support during the past 
year has helped IRWIN to break 
all sales records... 


800% 
INCREASE IN SALES 


This is concrete evidence that you 
will support a manufacturer who 
is sincere and truthful. 


THE IRWIN AUGER BIT CO. 
Wilmington, Ohio, U.S.A. 


This Ad Prepared by Fischer & Bambrick, Inc., Dayton, Ohio 





Net Paid Circulation This Issue 20,217 
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PER 


DOLLAR 


O NEED to pass up profitable water 
system business because of low priced 
competition. Remember, it isn’t the initial 
cost of a water system that counts it’s the gal- 
lons per dollar that is really important in 
the long run. 




















Repulsion - Induction Double 


Voltage Motor. Complete Auto 






matic Control. Overload and 






low voltage protection. Perfeet 
and Continuous Lubrication. 
Oversize Valves, Direct Water- 
ways. Self-Cleaning Bearings. 
Accessibility of all Parts. Two- 
Bearing Pulley Shaft, Stain- 
less Steel Piston Rod, Self- 


Priming Vacuum Chamber. 42 











Gallon Galvanized Tank. Pre- 














cision Mechanical Standards. 





Myers quality standards have 
been consistently maintained re- 
gardless of conditions. Uniformity 
of performance without frequent 
adjustments or repairs. Durability 
for extended service years. Reli- 
ability that has stood the test in 
tens of thousands of installations. 
These are the factors that give 
Myers users more gallons for 
their dollar—and you the most 
satisfactory volume of profitable 
business in the water 
system field. 
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If you are interested 
in an opportunity to in- 
crease your water sys- 
tem sales in your locality 
during the months ahead 
write us for new cata- 
log and complete infor- 
mation. 


rm. 












mz FL.E,MYERS & BRO.¢o. 


ASHLAND, OHIO. 
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CARBORUNDUM BRAND FLINT PAPER... A superior prod- 
uct. Coated with flint grains outstanding for hardness, sharpness, 
purity. Stock it in the Handipac Carton Assortments. It keeps 
sheets clean and wrinkle-free. Write for details. , 






















ALOXITE BRAND ALUMINUM OXIDE CLOTH 
For all metal finishing. It’s electrocoated. The 
grains stand on end, giving faster, cleaner cutting 
action. Sell it to workers, mechanics, home crafts- 
men. Comes in economy rolls. 


@ These coated abrasives make more money for 
you because they do a better job for your cus- 
tomers. Your volume can’t help increasing when 
users see what results they get from these products. 
They are made and guaranteed by The Carborun-, 
dum Company, one of the world’s largest ? 


manufacturers of sanding papers and 


TUNE IN THE 


cloths. Write us for prices and full details <ssonuxoux 
_ ™ a Saturdays et 
on this profit-making line. pt 


NIAGARA BRAND FLOOR SANDING PAPERS 
Comes in Floor Paper and the Floorcraft Roll. Both are 
electrocoated. For sanding new floors, for refinishing old 
ones. Produces more. Cuts fast. Gives clean, uniform finish. 
Stock it in rolls and 10 drum cover lots. 





THE CARBORUNDUM COMPANY 


PAT. OFF. 





Niagara Falls, N. Y. 


Sales Offices and Warehouses in New York, Chicago, Boston, Philadelphia, Cleveland, Detroit, Cincinnati, Pittsburgh, Grand Rapids 
(Carborundum and Aloxite are registered trade-marks of The Carborundum Company) 
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@ “LUCKY DAY—because that advertisement 
started us in a money-making paint business! 


“I wish we had taken on the Glidden line long 
ago, instead of trying to get by with a line of 
merchandise that moved slowly, and paid us 
barely any profit. 

“You have to hand it to Glidden for making 
the dealer a real paint leader in his community. 
You can’t beat the nationally-advertised quality 


. plus the practical, business- 
building, sales-making type of Glidden Merchan- 
dising Plans . . for piling up profits in the bank!” 


Glidden line. . 


Why not make today your lucky day? Write 
to Glidden now— give a Glidden man the 
opportunity to tell the full Glidden story—and 
then compare his comprehensive, profit-making 
dealer plans with what you’re getting now! 
THE GLIDDEN COMPANY « National Headquarters, Cleveland, 0. 


Factories and Branches in Principal Cities 


N PAINTS 





PAINTS - VARNISHES - LACQUERS - ENAMELS 
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To make your annual inventory taking an 
easier, surer job, we asked 1,000 leading retail 
hardware dealers to help us design a new 
HARDWARE AGE Inventory Record Sheet. 


From the many suggestions we received, a 
new sheet was designed—in a new size and form 
“to sell at a new low price—200 sheets for only 
$1.25, which includes postage. As these sheets 
are printed on both sides, this means you really 
get 400 pages of inventory record sheets. Each 
page has room for 28 items. Your $1.25 invest- 
ment provides inventory space for 11,120 items. 


During the past years, thousands of retail hard- 
ware dealers and wholesalers have used mil- 
lions of HARDWARE AGE Inventory Sheets be- 
cause they found them simple, convenient and 
handy to use. This new form is the best ever— 


HARDWARE AGE, 
239 West 39th Street, New York, N. Y. 
Gentlemen: 

















Actual size of sheets 9%, by 12 inches 
over all; writing area 8, x I1i2 
inches. Sheets printed on both sides, 
with 28 entry lines on each side. 
Price $1.25 for 200 sheets (400 pages). 


Simplify Your Stock Taking with the 
CONDENSED HARDWARE AGE INVENTORY FORM 


it's even more simple, more convenient and 
easier to use. Our entire effort was directed to- 
ward making your annual inventory taking an 
easier and surer undertaking. 


These new HARDWARE AGE Inventory Sheets 
will fit the HARDWARE AGE Inventory Sheet 
Binders which are used by thousands of dealers 
who reorder their HARDWARE AGE Inventory 
Sheets year in and year out. 


Due to the exceptional low price at which 
these sheets are sold and which applies to the 
United States and its possessions only, please 
have your money order or check accompany 
your order. Use the coupon below to order 
your supply today and make your inventory 
taking this year easier and surer with these 
sheets. 


eennnenencenensnncacececeenecees USE THIS COUPON..............2cccceeencnneccsesee 


hundred HARDWARE AGE Inventory Sheets (200 for $1.25, which 


Send these to me by return mail. 
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Pure Zinc Coating — Republic 
Fence wire has a zinc coat- 
ing so pure it is silvery in 
appearance and amazingly 
tough, pliable, and adhe- 
sive. Bend this wire back 
on itself in a vise. Pound 
it with a hammer. Splice it. 
Just try to get the zinc off. 


pL vilt 
SO say / 


27 Zinc Coatings—Showing a 
small section of the zinc 
coating on Republic Fence 
wire, magnified 215 times. 
Note how the 27 zinc coat- 
ings have been knitted to 
each other . . . and how a 
super-coating has been built 
upelectrically,atom byatom. 


The Electrical Method—In this 
electro-galvanizing unit, 
Republic Fence wire travels 
150 feet through an electro- 
lytic bath, passing in succes- 
sion 27 heavily charged elec- 
trodes, each of which, in 
turn, applies to the wire an 
additional coating of zinc. 


TUNE IN Republic’s “Musical Almanac” Radio Program—Featuring Sally Foster; 
The Maple City Four; Vic Smith—61 Stations —Twice Weekly — Daytime. 


THE REPUBLIC JOBBER-DEALER POLICY—The new Republic Farm Fence will 
be distributed through jobbers and properly equipped dealers. 


REI UBLIC FENCE LB a 
BARBED WIRE e STUDDED “YY” POSTS *« GALVANIZED ROOFING 
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New electrical process applies to 
a fence wire, 27 zinc coatings 
where only one was applied before. 


Each coating is knitted tothe other, 
gradually building up electrically, 
atom by atom, a super-coating. 


27 zinc coatings give better protection 
to fence wire, just as numerous coats of 
paint give better protection. 


@ It is clearly apparent to all who have 
seen the new Republic Farm Fence that 
it is a daring advance from every stand- 
point. Technical men see in it a scientific 
achievement of first importance. Alert 
retailers recognize in it a vastly improved 
roduct to offer their customers. Thrift 
eee welcome it as a long ste econ. § 
both in fence quality and dollar value. 


The new Republic Electrical method 

roduces a heavy zinc coating so pure 
it is silvery in appearance and amazingly 
tough, pliable, and adhesive—a coating 
that withstands brutal punishment without 
cracking, flaking, or peeling off. This 
purer, more uniform zinc coating is — 
to coppet bearing steel wire of high 
strength. The new Republic Fence offers you 
this valuable improvement at no added cost. 


Spectacular farm paper, radio, and point- 
of-sale advertising completes a profit 
opportunity that should appeal to alert 
dealers. Write for the Republic 

Dealer Proposition... today! 


REPUBLIC STEEL CORPORATION 
(WIRE DIVISION) 

7850 S. Chicago Ave., Chicago, Ill. 

General Offices: Cleveland, Ohio 
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THIS AMAZING ADIA-THERMATIC PAINT 
WITHSTANDS BLISTERING SUNQHINE 


Me DESTRUCTIVE ULTRA: 
VIOLET AND INFRA-RED 
RAYS OF THE SUN ARE 
FILTERED OUT/ 



















Made Possible bya NEW Oil-Processing Discovery 





The same high quality 
standard of TR & S 


Rivets we have main- 


N their laboratory search for paint in- | 
gredients that would offer greater re- 

sistance to the sun’s rays, Johnston chem- 

ists discovered a thermo-chemic treatment 

of vegetable oils which, in conjunction 

with just the right pigmentation, filters 

out the ultra-violet and infra-red rays. 


This process is used exclusively in Johns- tained thru the years holds just as true 
ton’s SURETY BOND “Adia-Thermatic” 

Paint. It insures at least 40% longer life 
... gives the paint a more brilliant lustre; today as always. Careful craftsmanship, 
provides greater resistance to cracking, 

checking and fading. It is outstandingly . . . d 
the most important advance in paint manu- long engineering experience, modern 
facture since the advent of prepared paints 
in 1867. SURETY BOND goes farther, 
too, averaging well over 450 square feet 
per gallon, two coats. 



















equipment—these factors guarantee the 


continuous, unfailing service of our prod- 









The characteristics 
of oils which pre- 
vent sun burn and 
blistering, also @ 
shield paints from = 
the sun’s destruc- & 
tive rays. 


ucts. Every T R & S Rivet is guaranteed 





perfect, is accurately drilled—drives 


easily, clinches smoothly and is not 





brittle. Remember when you sell TR &S 


BIGGER PROFITS, MORE SALES ‘ 
FOR DEALERS, PAINTERS Rivets you're selling the best! 


“Adia-Thermatic” Paint gives the buyer what he 

has long wanted—years longer protection for his TUBULAR RIVET & STUD COMPANY 
property, without extra cost. And it means a tre- 

mendous increase in sales and profits for the BOSTON, MASS. 


wideawake dealer who has the vision to get back 

of this longer-lived paint; it means reputation 

for the painter who uses and recommends The largest factory in the 

Ask for free it. Write today for full details of this new world devoted to the man- 
copy of this and amazing paint opportunity. 


book. 
THE R. F. JOHNSTON PAINT CO. 
CINCINNATI, OHIO 


 Sohnston’s SURETY BOND 
—*> “ADIA-THERMATIC HOUSE-PAINT 









ufacture of Tubular and 
Clinch Rivets. 
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Standard of the Automotive Industry for 40 Years 
; 
£ 
: To OUR KNOWLEDGE, the Schrader type of Replaceable Tire 
4 Valve is today the only standard item in world-wide use in PASSENGER CARS 
% h ie Seal O cl ill Se all REGISTERED IN 
the automotive industry. Une spark-plug will not iit a THE UNITED STATES 
cars! One light bulb will not fit all sockets! But, it is 100 Vous a 
to 1 that a Schrader Replaceable Valve will fit the Tire Pre 16 
ity Valve Housing of any automobile or motorcycle tube onl uieeitons aa 
manufactured anywhere in the world today! a 3,200 
; GE Ree 8,000 
| S For more than forty years, Schrader has made replace a 14200 
able valves for pneumatic tires. Improvements have been _ er 23,000 
: made. Other manufacturers throughout the world have cae sh apiadataenee arr 
in- copied or modified the design, but basically the replaceable ee 77,400 
valve principle has remained unchanged and the modern ae peperteseiene a aee 
ue replaceable valve of today will fit the housing of 1926 1908............ 194.400 
gs Ee 305,950 
or 1936. IE cnsinsdeiens 458,500 
ip An automobile chassis, engine, or body will outlive ET aN ae 619,500 
tl a : a, Sere 902,600 
other component parts, such as spark plugs, light bulbs, ee 1.194962 
‘ tire valves, etc. Therefore, a replaceable tire valve is an | er 1,625,739 
, ‘ : Lo Se 2,309,666 
absolute necessity. If, tomorrow, a tire valve failure occurs “See 
’ along a country WF ah ki ronane 4,657,340 
e , -_ . DPMS sisccacscccics, SiGRIONE 
road miles from eS 6,771,074 
town, in a few ie 8,225,859 
ES ee 9,346,195 
d- | seconds the mo- RES 10,862,650 
; torist can remove See 13,479,608 
§ ang EEE 15,460,649 
-d | and replace the Se 17,496,420 
damaged valve, Re 19,237,171 
: RO a aitind oa Rats 20,219,224 
os a ea RRS MRCNERE 21,379,125 
; gency, he can a A ee 23,121,589 
apply a closure (called a cap) firmly over the mouth of aera aa eaeee 
ot the housing and carry on. Schrader has replaceable valves __, ere 20,885,814 
available in eve town and Ie err 20,616,234 
S : ty 7. eee 21,524,068 
city throughout the United Ks sdnccdenss 22,565,347 
States, Canada, Great Britain ; 318,265,188 
and Australia. Retail price 


° ° “Reprinted from Automobile Facts and Figures 
US; A. five cents each in —Automobile Manufacturers Association. 


boxes of five. 

More than 250 million 
. car years of actual service 
are back of the Schrader 
Type of Replaceable Tire 
Valve. 


Schrader 


REPLACEABLE TIRE VALVE REG. U.S. PAT. OFF. 


Schrader Type Makers of Pneumatic Valves since 1844 
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the SOY BEAN field 


we bring you: 


Advantages to You 
1. Returns Livestock Spray business to 


you. 
2. Being a Concentrate, it takes up less 
room, easier to handle. 
3. Will build up repeat business for you, 
because— 


(a) Is a proven, efficient Livestock Fly Spray. 

(b) Absolutely will not blister nor burn hide. 

(c) Decreases, rather than increasing body 
temperature and respiration rate—due 
to cooling effect of water with which 
it is diluted. 

(d) A Farm Product—from Soy Bean Oil. 

(e) Saves 93.75% in Freight—as compared 
to other sprays. 

(f) Costs user—when mixed—about half of 
what best Oil-Type sprays do. 


« Write for literature and prices, giving 
name of Jobber. 


NOWAK MILLING CORP. 


Hammond, Indiana 


IK(EEIPIIIN 


THESE famous casters roll along on ball bearings. No friction. No 
effort. No damage to floors, rugs or floor covering . . . as up to date 
as a stream-lined train or 1935 motor car. 


A PROFITABLE ITEM FOR ANY HARDWARE MERCHANT 
A demonstration does it . . . merely roll an “acme” 
on the counter. Show the frictionless, quiet operation 
of the “acme” and you’ve made a sale. A profitable 
item with repeat orders. Stock and sell “acmes.” 


THE ScHatz MANUFACTURING Co. 
POUGHKEEPSIE, N. Y. 


HARDWARE 











‘of Values in America’s most 
Advanced Refrigerators 





be 


RANGES - REFRIGERATORS - DISHWASHERS 
WATER HEATERS - HOME LAUNDRY EQUIPMENT 











HE new Hotpoint Refrigera- 
tors have what it takes to 
dress up a balance sheet. They are 
loaded with easy-to-demonstrate 
plus values—the kind you can 
take hold of and sell. Hotpoint 
gives you the amazing Speed 
Freezer — making ice cubes and 
frozen desserts faster than ever be- 
fore. The powerful Thriftmaster 
— operates on a mere trickle of 
electric current—delivers twice 
as much freezing power as for- 
merly for 5c worth of electricity. 
In Hotpoint’s dominant 
national advertising you have the 
force of powerful appeals which 


Faster Freezing at Lower Cost 
The Hotpoint 
SPEED FREEZER 


e@ The most amazing advance- 
ment in electric refrigeration. 
Ice and desserts frozen faster 


than ever! Foods kept safe and 
crispy-fresh ina gently floatin 
blanket of frosty air—air hel 
at constant chill, regardless 
of freezing speed, by precisely 
balanced freezing control. 


build sales by making real news 
of Hotpoint’s exclusive features. 

Every minute of effort you in- 
vest in Hotpoint Refrigerators is 
multiplied by the good will of 
one of the great names in elec- 
tricity with a 30-year record of 
dependability in 16,000,000 
American homes. 

Get the sensational Hotpoint 
story before you close your 1937 
program. It means money to you. 
Call or write the Hotpoint dis- 
tributor in your territory. 

EDISON GENERAL 
ELECTRIC APPLIANCE CO., INC. 
5600 West Taylor Street, Chicago, Illinois 
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The THRIF TMASTE 


Delivers More Power 


® Laborato 


at Lower Cost 


ty tests Prove that 





OR 30 years the Hotpoint name has blazoned 

across America in leading magazines, news- 
papers, and posters. The 1937 advertising pro- 
gram is the most consistent, intensive and com- 
pelling in our history. 

Every month throughout the year major pub- 
lications blanket the best prospects in your ter- 
ritory with colorful and convincing messages 
that induce a constant stream of sales on the 
complete Hotpoint line. 


And that’s not all! Hotpoint supports you with 
a planned program of local advertising to make 
your store refrigeration headquarters—to build 
volume sales at low cost. When you see the set-up 
you'll agree that Hotpoint is going places in 1937. 


Streamlined Direct Mail Fast-actin ae in 
t 


full color flash the amazing story of the Speed 
Freezer and Thriftmaster to selected prospects 
delivering a trainload of sales-making appeals. 


Streamlined Displays Hotpoint has planned a 
whole series of dramatic interest-building dis- 
for your store and windows. These displays 

ink your store to the main line of traffic created 
by Hotpoint’s forceful national advertising. 


Streamlined Sales Plans For 30 years Hotpoint 
has delivered plus sales cooperation through 
an alert merchandising-minded field organiza- 
tion. These men are now equipped with the 
a comprehensive array of sales plans, train- 
ing | material, contest and sales ideas ever put 
ind a product. Call the Hotpoint represen- 
tative today. Look over this equipment. Ride 
with Hotpoint to the biggest year in history! 
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“TAKE THE ONE WITH THE 
. GUARANTEE”. 


The New Taylor Guarantee of Tested Accuracy wins cus- 
tomer preference ...settles questions of price in your 
favor...helps you build sales volume on a nationally ad- 
vertised line of thermometers and weather instruments. 


OU can almost read a customer’s 

thoughts when he looks at ther- 
mometers and one of them is a 
Taylor with its Five-Year Guarantee 
of Tested Accuracy. His decision 
favors the Taylor Instrument. 

In a Taylor Thermometer or 
Weather Instrument there’s inbuilt 
quality to start with. There’s a rec- 
ognized accuracy that meets a store’s 
desire today to feature quality mer- 
chandise and a customer’s demand 
for full value. 

But the Taylor Guarantee of 
Tested Accuracy provides a PLUS 
for both store and customer. It makes 
the customer’s selection easier. It 


16 


ae 
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simplifies selling. And in many a 
case the Guarantee Tag will bring 
you the few cents more, if it comes 
to a choice between a Taylor and a 
cheaper instrument. It fits in per- 
fectly with a trading-up policy and 
sweetens unit sales. 

Just one more suggestion. Intro- 
duce your customers to the new 
Taylor Guarantee now. It’s the height 
of the thermometer and weather in- 
strument season. The change to 
colder weather and gift buying help 
you do a profitable instrument 
business. Open table displays bring 
a fine return in sales. And every- 
where the Guarantee Tag will give 

















a welcome added impetus to Taylor 
sales. 

If you have some Taylor Instru- 
ments without Guarantee Tags, it is 
easy to obtain extras from your 
supply house or direct from Roch- 
ester. Taylor Instrument Companies, 
Rochester, New York. 
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Christmas 
Ever 





B hsiad is the sincere wish of all of the members of 
the HARDWARE AGE STAFF, extended to all of the 
folks in the hardware business and their families. 


May this be your Merriest Christmas Ever. 


—HARDWARE AGE 


DECEMBER 17, 1936 17 





a 
& 
& 
ae 
~ 


UIA OR RRS 


HARDWARE AGE 








er eis 


SUR 


be 


ies is ares 


ARB BA 


aie at 


& 
La 
3 
PA 

i 












































Test Case— 


The much publicized Robinson- 
Patman Test Case is now in the 
first stages of public hearing. 
When you read this, I will be in 
Boston listening to the attorneys 
for Montgomery Ward & Co. and/ 
er Bird & Son fighting the con- 
stitutionality of the Patman Act 
as part of their defense against 
the charges of the Federal Trade 
Commission which charges these 
firms with discriminatory buying 
and selling. From the prelimi- 
nary data available it is difficult 
to sense in advance the probable 
outcome of this particular test 
case. But certain it is that the 
final outcome will be precedent 
of utmost importance to the hard- 
ware distributors of this country. 
If the law is upheld, in this in- 
stance, there will be the basis for 
many reforms in price structures 
which now perplex the hardware 
trade. If the law is finally de- 
clared unconstitutional, I am sure 
the next Congress will tackle the 
problem again, better fortified to 
make a more nearly perfect anti- 
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price discrimination law than is 
now in existence. Our next issue 
will contain further particulars 
on this test case and its current 
developments. Every reader is 
urged to watch for this report and 
to follow the trend of this impor- 
tant case which is actually a 
perfect test case from the hard- 
ware trade standpoint. 


A. F. L. & Coops— 


At their closing session in 
Tampa, Fla., the American Fed- 
eration of Labor went definitely 
on record endorsing the Consum- 
ers’ Cooperatives activity and 
urged a “closer alliance” between 
organized labor and this move- 
ment. This victory is proudly 
hailed in a bulletin of the Co- 
operative League of America, 
dated December 2, 1936. If the 
Cooperative movement were to 
gain sufficient headway in this 
country it would necessarily im- 
pair the future of legitimate re- 
tailing and wholesaling and there- 
fore curtail the ability of dis- 
tributing factors to employ labor 













—whether organized or not. 
Therefore, the affinity between 
these activities seems inconsistent. 
Of course, much of the growth 
of the cooperative retail activity 
in America starts with labor union 
commissary stores. The next time 
an organized labor spokesman 
talks to you about handling goods 
made in union factories or sug- 
gests a union labor contract with 
your store, just remind him of 
the endorsement of the A.F.L. of 
the Consumer Cooperative move- 
ment and ask his personal feelings 
on the subject. He can hardly 
expect your support in his move- 
ment if a part of that movement’s 
energy is to be directed toward 
putting you out of business. Tell 
this to your store employees also 
when they talk of unionization. 


Kansas Fight— 


Independent food distributors 
of Kansas are fighting the Con- 
sumer Cooperative movement in 
a very specific way. For years 
they have worked with and en- 
joyed the cooperation of Kansas 
college staffs. But now that these 
same college employees are so 
helpful to the spread of the Con- 
sumer Cooperative movement, the 
independent food distributors are 
up in arms. At a recent meeting 
of the Kansas Food Dealers’ As- 
sociation the following resolution 
was passed: “Whereas, our at- 
tention has been called to the 
promotion of consumer coopera- 
tives within Kansas through the 
aid and assistance of college em- 
ployees; Whereas, we deem it an 
injustice to the merchants to have 
consumer cooperative competition 
promoted by those who are on 
the taxpayers’ payroll: Be it re- 
solved that we instruct our board 
of directors to file protest with 
the National, State, County and 
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City officials where such promo- 
tion is practiced.” That resolu- 
tion is right to the point. At the 
present time, as told in our news 
pages, in this issue, a large group 
of national retail trade bodies is 
protesting collectively. The pro- 
test must go on. At the coming 
state conventions similar resolu- 
tions might properly be prepared 
and other retail groups urged to 
follow suit. 


Catalog Cuts— 


Practically all manufacturers of 
hardware furnish wholesalers with 
cuts and illustrations of their (the 
manufacturers’) merchandise for 
use in the wholesalers’ catalogs. 
There are somé lines of merchan- 
dise, the purpose of which is quite 
obvious when the merchandise or 
a picture of it is seen. But there 
are some mechanical contrivances, 
many of them in fact, in the hard- 
ware field which should be illus- 
trated in actual use. For example, 
a mechanical type of mousetrap, 
grass catcher, crab net, etc. (just 
to think of a few items I saw re- 
cently in a catalog), is not readily 
understood or appreciated by 
looking at the standard catalog 
cut such as furnished by the 
manufacturer. This merchandise 
should be shown in actual use so 
that the dealer and his customers 
locking in the jobber’s catalog 
would have some notion as to how, 
why, where and when the particu- 
lar merchandise should be used. 
Sometimes this can best be effected 
by a cut made from a drawing 
(instead of a photograph) if, as 
an important selling point, there is 
any mystery or intricacy incident 
to the operation of the particular 
product. A look through practi- 
cally any wholesaler’s catalog in 
the hardware field will bring up 
dozens of examples where the 
standard reproduction type electro 
furnished by the manufacturer 
does not clearly define the func- 
tion and operation of the product 
and therefore probably causes 
many lost sales which go to com- 
peting products. This would be 
a good subject for a wholesaler- 
manufacturer convention and is a 
problem which wholesalers and 
manufacturers together can and 
should solve. 
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Price Goods— 


There is certainly complete lack 
of unanimous opinion among 
wholesalers in the hardware field 
as to desirability of retail hard- 
ware dealers featuring competi- 
tive grade merchandise at prices 
which compete but which bear 
only a slim margin. Those who 
oppose this practice emphasize 
the low margin necessary on such 
merchandise. This is a true enough 
argument but is the wrong slant 
and approach to the subject. The 
purpose of advertising competitive 
grade goods at competitive prices 
is to build store traffic for retail 
stores. That is precisely the prac- 
tice followed by chain and mail 
order competitors and has been 
the practice of department stores 
for more than two generations. If 
hardware men are going to stay 
in the general retail picture they 
have got to have competitive prices 
which by no means eliminates any 
of the better-grade goods at higher 
prices with longer margins. In 
fact, competitive grade goods 
properly advertised help build 
store traffic and enable the dealer 
to increase his sales on the better- 
grade goods even though the cus- 
tomers were brought in by the 
attraction of the competitive price 
on the advertised goods. That is 
a fundamental which cannot be 
disregarded and which should be 
remembered by wholesalers and 
retailers alike when they are prone 
to complain about the short mar- 
gin on competitive merchandise 
intended to help build store traf- 
fic. ' 


Home Sewing-— 


A nation-wide campaign to stim- 
ulate interest of women in sewing 
at home is under way by leading 
department stores interested in 
promoting the sale of piece goods. 
The campaign will stress the ro- 
mance, economy, convenience, per- 
fect fit, flexibility and other fea- 
tures incident to home-sewing ac- 
tivities. The campaign will be di- 
rected primarily at the younger 
women from 14 to 19 years of 
age, although women of all ages 
are considered in the campaign as 
a whole. If this campaign gains 
the headway and momentum which 
is promised, it will result in the 











sale of a great many sewing kits, 
shears and scissors of various 
types and sizes and should help 
hardware dealers build a little 
extra business by featuring all 
items involved in sewing activities. 
This should be done at the same 
time the department stores are 
featuring the piece goods cam- 
paign. The NRGDA committee 
having this campaign state that 
there are fourteen and a half mil- 
lion women between 14 and 19 
years of age; fifteen million be- 
tween the ages of 20 and 30, and 
an equally important number of 
women 30 or more years of age. 


Price Resistance— 


It is inherent in all of us to 
react against paying a_ higher 
price. It is a perfectly human 
failing to want to buy low yet 
sell high. Increasing taxation, 
local as well as state and na- 
tional, is forcing all prices up- 
wards and to a lesser degree neces- 
sitating higher production wages 
in many fields. A friend suggests 
that a non-resistance campaign 
toward price advances might 
prove very beneficial, in leading 
to tax reform and lowered costs 
in local and national govern- 
mental operations. He says manu- 
facturers should accept wage in- 
crease demands without argument 
and announce that the higher 
wages would be reflected in higher 
prices to wholesalers. In turn, the 
wholesaler could announce that 
higher prices on manufactured 
goods has necessitated higher 
prices to dealers. The dealer fol- 
lowing the same practice would 
advance his consumer quotations 
and explain the process of higher 
price developments due to the 
fundamental cause, i.e. — higher 
taxes and increased cost of gov- 
ernment, etc. Such a plan, he 
feels, would focus public attention 
on government and cause a great- 
er part of the voting and tax- 
paying population to give more 
attention to the subject. Of course, 
this places the major part of the 
burden on the retailer. He would 
be the one who would have to 
carry full load of responsibility 
for selling this idea, but as he 
is the only one who contacts the 
consumer and his family it could 
not be done any other way. 
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A Correct 
Inventory is 
Increasingly 
Important 


The current upward price 
trend makes the 1937 inven- 
tory the most important one 
of recent years to hardware 
merchants. Several hundred 
dealers aided Hardware Age 
to prepare an ideal inventory 
form designed primarily and 
definitely for recording hard- 
ware inventories exclusive- 
ly. The forms, which are now 
available, provide a simple, 
convenient, accurate and 
time-saving inventory meth- 
od, which is described in de- 
tail in the following article. 


N the year just closing costs 
of production reflected a well 
defined upward tendency, and 

prices on many hardware lines 
were advanced, thus enhancing 
the value of hardware stocks. The 
extent of the resultant apprecia- 
tion in value will be known to 
the dealer when he completes an 
accurate inventory based on pre- 
vailing replacement costs. Dur- 
ing the preceding period of de- 
clining prices dealers were 
obliged to charge off price de- 
preciation, when inventorying 
their stocks and the 1937 inven- 
tory offers a splendid opportunity 
to regain an appreciable portion 
of such losses. 

A correct inventory is indis- 
pensable to the efficient operation 
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DESCRIPTION 


nail 


Illustrating the use of the Hardware Age Inventory Record Sheets and show- 
ing the form designed in accordance with the ideas and rex dations 
of several hundred hardware merchants. The many advantages of the form 
will be best appreciated after it has been closely studied. The example 
shown is largely self-explanatory, but particular attention is called to the 
two entries which have been circled. The first circled entry—“A” shows an 
instance where the unit cost of tack hammers was 75c per dozen, and the 
extensions have been made on that unit basis instead of on a cost per single 
unit as is the case with all other entries on this particular sheet. In the case 
of the second circled item—"“B”, a loss of 50c has been taken on two rusty 
and shop-worn produce hatchets. As similar losses taken on account of 
depreciation on items listed on preceding sheets had totaled $117.05, this 
entry increased the sum to $117.55, which was deducted from the total of the 
“Cost Extension” column to reveal the net inventory. 





of the hardware store, and the 
dealer attempting to avoid this 
annual duty is making a serious 
mistake. If the stock taking is 
done in a systematic manner prog- 
ress will be rapid with few com- 
plications. While inventories are 
usually taken at the start of the 
New Year, some dealers prefer 
to operate on a fiscal basis, with 
the business year opening and 
closing on dates of their own 
selection. 


With most stores the most prac- 
tical plan of inventory procedure 
will be to arrange that half of 
the employees may devote all of 
their time to stock taking activ- 
ities, while the remainder of the 
employees serve customers and 
carry on business as usual. Those 
selected from the store’s force to 
take the inventory should be 
divided into equally numbered 
groups, with each group being 

(Continued on page 64) 
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Fruehaut Remodels Store 
—Installs Modern Front 


Lakewood, Ohio, hardware firm con- 

stantly keeps step with the times. 

Electrically lighted front stands out 
among best places of business. 


hauf Hardware Co. store has 

been located in Lakewood, 
Ohio—a suburb of Cleveland— 
the stock and store have been con- 
stantly changed to meet the needs 
of the community and of the store’s 
customers and friends. Carl E. 
Fruehauf has had the store in- 
terior remodeled several times 
and earlier this year he had the 
exterior completely modernized 
with the installation of an elec- 
trically illuminated front. 

An electric sign suspended from 
the front of the Fruehauf store has 
long been the means of quickly 
identifying the location of the 
Fruehauf store, but the new front 
makes this outstanding store stand 
out more than ever. Although it 
is still too soon for a comparison 


[ the seventeen years the Frue- 


to be made of the value of the new 
idea in store fronts with the 
former front, Mr. Fruehauf is con- 
vinced that there is real attention 
value with the new face. By day 
or by night the attractive front, 
with its black Carrara setting and 
built-in fascia sign is a real eye 
catcher. For wet weather and very 
brilliant days an awning the full 
width of the store makes more in- 
viting a stop to look at the attrac- 
tive displays. At night, as has 
been the custom for years, the win- 
dows are properly illuminated to 
attract passersby. 

The luminous fascia sign is 44 
feet long and 34 inches high. Let- 
ters are of porcelain enamel 
finished in black for maximum 
day and night contrast with the 
white flashed-opal background. 





) ELECTRICAL: 
APPLIANCES » 


The Fruehauf store at night. 


The Fruehauf name is 20 inches 
high and the letters have a depth 
of 2% inches, their sides being 
finished in a brilliant red-orange 
tone. 

Panels held by vertical muntin 
bars of aluminum form the back- 
ground and the two small sign 
letter groups, “Electrical Appli- 
ances” and “Hardware” and 
“Paints” are attached to horizon- 
tal aluminum bars 14 by 1% inch. 
These in turn are screwed to the 
vertical muntins. The larger let- 
ters are bolted at the bottom to 
the awning bar, being held at the 
top by an attached bar held in 
place by screws through the mun- 
tins. For permanence, Alumilited 
Aluminum framing is used. 

Lally columns, five inches in diam- 
eter, at the corners of the central 
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window presented an unusual light- 
ing problem as they extend through- 
the light box of the sign within 
four inches of the glass face. 
Elimination of shadows required 
disposition of light sources equal- 
ly spaced on either side of the 
columns and placed several inches 
nearer to the glass in order to 
compensate for loss of light from 
the reflector area behind. There 
is no apparent difference in uni- 
formity of brightness near the 
columns. 
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The lighting cavity, which is 14 
inches in depth, is equipped with 
two rows of 25-watt lamps spaced 
10% inches back of the glass. 
Horizontally and vertically the 
light centers are 131 inches apart. 
The built-in light box has a series 
of removable panels at the rear 
which are accessible above the 
show windows for maintenance 
purposes. A row of 28 mirrored 
glass reflectors on 18-inch centers 
with 100-watt lamps provides the 
show window lighting. 





Before and after the Fruehauf store was 
remodelled. 






Carl Fruehauf attracted much 
attention several years ago by the 
installation of a shooting gallery 
in the basement of his store as a 
goodwill builder and sales stimu- 
lant. Like his other activities his 
plan,worked out well. Adjoining 
the main display room is a sepa- 
rate store for the demonstration 
and sale of electrical appliances 
—a plan which other dealers have 
followed, to give greater room for 
the display of these lines and to 
permit those interested in appli- 
ances to shop more leisurely and 
comfortably. 

Mr. Fruehauf is a director of 
The Electrical League of Cleve- 
land and has long been a member 
of that organization. He is an 
ardent hunter and fisherman and 
his advice is constantly being 
sought by those who hunt and fish. 
He is active in community affairs, 
fraternal and business organiza- 
tions and serves both children and 
adults in the same courteous and 
thoughtful manner. 

























2,500 people pack Kewanee, IIL., 
Armory for special celebration by 
WLS Hilltoppers. During the cele- 
bration Mrs. F. P. Carlson was 
presented with the washing ma- 
chine she won in the radio contest. 
Right—WLS Entertainers—“Hill- 
toppers” furnished music and song 
for the special celebration in Ke- 
wanee, Ill. 
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Mayor Saunders presents washing machine to Mrs. F. P. Carlson. 
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NATIONAL radio contest 
was instrumental in estab- 
lishing record washer sales 
for Butterwick & Son of Kewanee, 
Ill., a city of 17,000 population. 
This 68-year-old retail firm suc- 
cessfully equaled ten months’ sales 
in four months by injecting the Fe 
proceedings with a strong local cS 
flavor. 
The contest offered a washer or 
ironer weekly and one of the 
lucky winners was a resident of 
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Kewanee. Here was the perfect 
opportunity! 

The store had already made an 
opening wedge by giving freely of 
its aid to contestants, who had to 
submit the best answer to either, 
“Why I Want to Own An ABC 
Washer?” or “Why I Want to 
Own An ABC Ironer?” 

These people trooped into the 
store seeking information in order 
to write intelligent answers. They 
were given complete sales talks 
and broadsides, showing the com- 
plete line of washers and ironers 
and the advantages to be derived 
from their use. As a result, store 
traffic boomed and prospect lists 
grew. 

But it was the presentation of 
the prize that cemented the new 
friendships and smoothed the way 
to actual cash sales. Local pride 
completed the union. 

Stress was placed on the fact 


that a local store was taking part 
in the awarding of the prize and 
that the winner was a resident of 
Kewanee. Radio talent, familiar 
to that section of the country, was 
to provide free entertainment to 
all who came to the presentation 
broadcast. And who hasn’t wanted 
to witness one? 

Advance announcements were 
carefully prepared so as to create 
a feeling of spontaneity the night 
of the presentation. Butterwick & 
Son wanted more than just a large 
attendance. It wanted an audience 
who were at their ease and who 
would therefore be more receptive 
to the store’s merchandise and 
personnel. 

A careful selection of the date 
for the presentation was made. It 
was necessary to avoid conflict 
with other important meetings as 
political rallies and such. Care 
was taken to set the date sufficient- 


a National Contest 


Butterwick & Son, Kewanee, IIl., 
' hardware dealers draw 2500 people 
to radio entertainment where washing 


machine is presented to contest winner 
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ly in advance to allow time for 
the proper amount of advertising, 
but not too far in advance so as 
to allow public interest to cool or 
lag behind. 

Each advertisement was planned 
with an eye to expense and effec- 
tiveness. The Butterwicks wanted 
to make their entire territory con- 
scious of what was to happen. 
They realized that they could pro- 
vide the finest entertainment in 
the world, but yet if no one knew 
about it, no one would come. 

They talked about the broadcast 
to their customers and distributed 
1500 handbills, printed in red on 
paper 4 x 10 inches. These were 
of a convenient size for people 
to tuck in their pockets and there- 
by remember the date. The bills 
were also put into cars parked 
in the business district on the Sat- 
urday afternoon and evening pre- 
ceding the broadcast. 

Two large ads and a follow-up, 
featuring the winner, were run in 
the newspapers, which in turn co- 
operated with news stories, calling 
attention to the gala occasion. 

A special window display, show- 
ing the prize washer, was used and 
a large poster announced in effect 
that the washer would be awarded 
at a special free celebration in the 
Armory. “Everyone is Welcome!” 
The word “Free” was the keynote 
of all announcements issued. 

The Armory had been chosen 
as the logical place for the broad- 
cast. It had a public address sys- 
tem and moreover could provide 
ample standing room. The choice 
was fortunate for an hour before 
the scheduled time all seats were 
occupied. Total attendance was 
2500. 

Arrangements had been made 
(Continued on page 66) 
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GEORGE D. KRAUSE, 
president, Geo. Krause Hard- 
ware Co., Lebanon, Pa., whole- 
sale hardware distributors, is 
a member of the third genera- 
tion of the Krause family to be 
active in the business and is 
a son of George Krause, first 
president of the corporation. 
Following graduation from col- 
lege in 1879 he registered as 
a student of law but entered 
the Krause hardware business 
later the same year. When 
his father passed away in 
1906 he became president of 
the company. For twenty-six 
years he served the Pennsy]l- 
vania Wholesale Hardware & Supply Association as trea- 
surer and for many years he was active in the former 
Hardware Club of New York as well as in the Manufac- 
turers’ Club of Philadelphia. Always active in municipal 
affairs he was a member of Lebanon’s Select Council 
from 1906 to 1910 under the old time form of bicameral 
municipal government and was president of that body 
during the time he was a member. During that period 
he was acting vice-president of the League of Third Class 
Cities of Pennsylvania, presiding at an annual conven- 
tion at York. Three times he has served as a presidential 
elector. He was one of the organizers and promoters of 
the Ephrata-Lebanon St. Railway Co. and served as its 
president for several years. Mr. Krause is a charter 
member of the Lebanon Rotary Club, which he has served 
as president and is a member of Lebanon Lodge of Elks, 
the Steitz Club and other fraternal and social organiza- 
tions. For many years he was president of the Pennsyl- 
vania Chautauqua Association and president of the Mt. 
Lebanon Cemetery Association. Today at the age of 77 





GEORGE D. KRAUSE 


he continues to be active in directing the affairs of the 
Geo. Krause Hardware Co. 
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FIFTY-YEAR CLUB 


PAUL E. DUNHAM, own- 
er of the Dunham Hardware 
& Implement Co., 1216 Turner 
St., Lansing, Mich., is active 
at the age of seventy-five in 
the direction of his store. He 
makes it a point to spend part 
of each business day in the 
store although of late years he 
has devoted more of his at- 
tention to his farms North of 
the city. Mr. Dunham entered 
business for himself fifty-five 
years ago and for the past 
thirty-two years has been ably 
assisted by his son, E. C. Dun- 
ham. His grandson is also ac- 
tive in the store. A_ public 
spirited man, Mr. Dunham has been a city alderman 
and has played an important part in city affairs as 
a member of both the Board of Education and the 
Board of Public Works. He is a past president of 
the Michigan Implement Association. 





PAUL E. DUNHAM 


WILLIAM H. CURTIN, 
‘general sales manager for Wyeth 
Hardware & Mfg. Co., St. Jos- 
eph, Mo., wholesale hardware 
distributors, has spent his entire 
business career with the com- 
pany. General sales manager of 
the company since October, 
1899, he continues to be very 
active in that position at the age 
of 72. In July, 1880, he entered 
the company’s organization as a 
stock boy, receiving a complete 
training in that end of the busi- 
ness by working in all of the 
various stock departments at the 
Wyeth warehouses. Later he was 
transferred to the office and 
finally in 1887 was given a territory as a traveling repre- 
sentative, continuing in that capacity until October, 1899, 
when he was appointed general sales manager of the com- 
pany. In addition to his activities in the wholesale hard- 
ware trade he is a director of the Burnes National Bank of 
St. Joseph. 





W. H. CURTIN 
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The Victorian Hardware Club 


Occupies Unique Place in Australia 


NIQUE in hardware circles 
| is The Victorian Hardware 

Club of Melbourne, Aus- 
tralia, in that while primarily a 
social organization its activities 
combine social, business and be- 
nevolent angles. “The main object 
of the club,” says J. Dempster, 
secretary, “is to provide a social 
meeting ground for members of 
the hardware trade, and it has 
proven very beneficial in promot- 
ing good fellowship throughout 
all sections of the trade. Its in- 
fluence is particularly noticeable 
in the harmonious relations which 
exist between employer and em- 
ployee. The employers’ organiza- 
tions, such as the Hardware Asso- 
ciation and Master Ironmongers’ 
Association, have always honored 
it with their patronage and sup- 
port. 

“Most Melbourne hardware 
merchants have been members, 
and while some of the employers 
in the club do not make much use 
of the club, it is no uncommon 
sight to see an employer meeting 
one of his employees in the club 
on terms of social equality. The 
leading merchants have always 
displayed a keen interest in the 
club, and have rendered valuable 
assistance when it was needed. 
Every effort is made to create a 
social atmosphere and the hand 
of friendship is extended to all 
overseas visitors. The club has 
often welcomed visitors from the 
United States of America.” 

Founded forty-two years ago 
“by an ardent band of hardware 
assistants who felt the need for 
convivial gatherings,’ says Mr. 
Dempster, “the membership was 
opened to everyone in the trade 
and many employers who appre- 
ciated its possibilities joined up 
and took a whole-hearted interest 
in its welfare. At first a room 
with one billiard table was se- 
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cured, and later on a government 
license to sell liquor was obtained, 
and the club slowly grew. It was 
a great day when the membership 
reached one hundred, but as the 
years rolled on membership in- 
creased until the roll showed well 
over one thousand. The financial 


“Hardware House” home of the 
Victorian Hardware Club of Mel- 
bourne, Australia 


depression affected the club se- 
verely, but it still has a large 
membership.” 

The Victorian Hardware Club 
erected its own building ten years 
ago—the building very appropri- 
ately being known as “Hardware 
House.” Located on the corner of 
Hardware St. and Post Office 
Place, Hardware House not only 
provides club rooms but also 
gives the club an income as the 
upper floors of the building are 
leased to manufacturers for sam- 
ple rooms. With the exception of 
the stores on the ground floor, 
the club occupies all of that 
floor, the basement and the first 
floor, the four upper stories being 
leased for sample rooms. 






At the present time no provi- 
sions are made for residence in 
Hardware House. The rooms used 
by the club comprise a billiard 
room with five billiard tables, two 
liquor bars, a dining room, read- 
ing, writing and bath rooms and 
all the conveniences usually found 
in a social club. Management of 
the club is in the hands of a com- 
mittee comprising the president, 
two vice-presidents, the treasurer 
and twelve committee men, three 
of whom represent non-hardware 
interests. All officers and nine 
committee men must be connected 
with the hardware industry so 
that the club is completely con- 
trolled by hardware interests. Pro- 
visions for keeping the organiza- 
tion as a real hardware club in- 
clude a rule that not more than 
40 per cent of the membership at 
any time can be made up of men 
not affiliated with the hardware 
industry. 

“The annual subscription is a 
small one,” says the secretary, 
“approximately ten dollars and 
included in this is a provision 
for a mortuary dividend payable 
at death. This has proven quite a 
good business investment, for a 
member’s relatives generally draw 
more out of the fund than the 
member paid in tatal subscriptions 
during his life.” 

Addresses on business subjects 
are arranged from time to time 
and a variety of social gatherings 
and tournaments are held through- 
out the year. The Victorian Hard- 
ware Club has its own employ- 
ment bureau to find jobs for mem- 
bers and to seek applicants for 
positions available in the industry. 
Another interesting feature of the 
club is its house organ, The 
Hammer, issued monthly. Articles 
on business conditions, material 
of general interest, jokes, humor- 
ous stories, personal items and 

(Continued on page 66) 
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Useful 
East Provipence, R. I.—I find 
this very useful many times to find 
the makers of goods, especially 
those not in the general stocks of 
jobbers here. 
Frep B. Haupay. 


Finest of Its Kind 


SEATTLE, WasH.—Just a line to 
acknowledge and thank you for the 
Directory Number of the HarpWARE 
AcE and to compliment you on this 
most comprehensive Directory. This 
is undoubtedly the finest thing of 
its kind that I have ever’ seen. 

Upon receiving it, I looked all 
through the package for a bill to 
cover the cost, but I haven’t found 
any. I figured that this issue would 
probably carry a tariff of at least a 
year’s subscription. 

Anyway, I am mighty happy to 
have it, and again I wish to com- 
pliment you on this splendid 
number. 

With kindest regards and best 
wishes, I am, 

Gro. L. McLaren, 
Gillette & McLaren. 


It Gives the Answer 


OKLAHOMA City, OKLA.—We are 
just in receipt of your volume “Who 
Makes It?” and we thank you very 
much for this very convenient book. 
It does answer a good many ques- 
tions for us. Thank you. 

E. J. MILier, 
Miller-Jackson Company. 





Will Save Money 


PHILADELPHIA, Pa.—Our copy of 
“Who Makes It?” received. Many 
thanks. We find this issue to be one 
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What Readers Say About 
The ‘Who Makes It’ Issue 























of the finest and believe it will save 
us many dollars. 
Cusack Harpware Co. 





Most Reliable 


SeaTTLeE, WasH.—We have always 
had one of these “Who Makes It?” 
books in each department of our 
establishment and it is the general 
opinion here that your last issue is 
not only bigger but better in every 
way than the predecessor. As a 
matter of fact, Gentlemen, we do 
not see how you can give us the 
Harpware Ace together with the 
HarpwareE Ace Annual Merchan- 
diser at the price you ask. It is 
the most reliable publication of this 
sort that we have in our files. 

Tom J. TEMPLETON, 
General Sales Manager, 
Seattle Hardware Company. 


Valuable Information 


Pontiac, Micu.—We received our 
directory No. 5 “Who Makes It?” 
We appreciate you sending this book 
to us. We often have occasion to 
use it and find it full of valuable in- 





formation that we can pass on to our 
customers as well as the information 
we want for ourselves. We want to 
thank you for sending this valuable 
book to us. 


E. H. Fay, 
Fay-Barker Hardware. 





The Cover Says It 


New Haven, Conn.—We have re- 
ceived our copy of “Who Makes It?” 
and you may be sure it will be put 
to good use continually. Your state- 
ment on the cover describes it nicely. 

Ear.e B. SEELEY, 
The Bronson & Townsend Co. 


Essential 


Larcumont, N. Y.—We just re- 
ceived your latest copy of “Who 
Makes It?” and find it to be bigger 
and better than ever. 

This Directory is referred to more 
than any other book or catalog we 
have on our shelves. 

I do not see how any hardware 
store can possibly be without it. 


G. W. MERRELL. 


LikestheCondensed Catalog 


Keene, N. H.—We have received 
our copy of the latest “Who Makes 
It?” Directory and are very pleased 
with this issue. We like the Con- 
densed Catalog Pages very much 
and we are certain “Who Makes 
It?” will continue to be a valuable 
asset to our business. 

We certainly would find it diffi- 
cult to suggest improvement in any 
way. 

Rupert E. Rosinson, 
Spencer Hardware Co. 
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Christmas in New York 


By SAUNDERS NORVELL 


HERE is a mild excitement 
in the air. People seem to 
be moving just a little 
faster. Eyes are just a little 
brighter. Laughter is just a little 
louder. There are mysterious com- 
ings and goings. There are whis- 
pers behind closed doors. Pack- 
ages are arriving and quickly 
disappearing into hiding places. 
Members of the family and friends 
are asking: “What would you 
like to have for Christmas?” 

From all sides we read and 
hear that this is to be the greatest 
Christmas in the way of giving 
that this country has ever had. 
People are tired of the depres- 
sion. Everybody feels like open- 
ing up. Maybe there is greater 
safety for the future. Maybe we 
can spend a few dollars now with- 
out the fear that a little later on 
we may be objects of charity. 

The streets of New York never 
seemed to be as crowded as they 
are now. Shops of all kinds are 
full of people. Automobiles and 
taxicabs are so numerous that traf- 
fic is congested, and it takes end- 
less time to get anywhere. It is 
practically impossible to get 
tickets for the best plays. The 
moving picture houses are 
crowded. The Music Hall at Radio 
City is turning away hundreds 
every day at every performance. 
I wanted to see the remarkable 
production in colors of the “Gar- 
den of Allah,” but could not get 
seats. 

But the most interesting thing 
to me at this Christmastime here 
in New York is the shop windows. 
The best time to see them is just 
after dark when they have turned 
on the lights. This year the mer- 
chants seem to have outdone them- 
selves in their artistic window dis- 
plays. The florist shops are espe- 
cially beautiful. To walk up and 
down Madison Avenue and Fifth 
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Avenue is a free show not to be 
equaled by anything else in the 
world. 

The other day I happened to 
stand in front of a women’s dress 
shop with my back to the window. 
There were just three figures in 
this large window, displaying 
evening dresses. The manikins 
almost looked like beautiful liv- 
ing women. Their hair was dressed 
in the latest fashion, and on their 
arms and necks were real jewels. 
Now what especially interested me 
was that not a woman passing 
either way in front of that window 
went by without stopping and tak- 
ing a good look. They paid not 
the slightest attention to me. Their 
eyes for the moment were glued 
on those gowns, and their faces 
showed varied expressions of keen 
interest, appreciation and ap- 
praisal. Some of the women were 
swathed in furs and had just 
stepped out of cars with liveried 
chauffeurs, while others were shop 
girls and stenographers, their arms 
full of bundles. But rich or poor, 
they all stopped and took a good 
look! 

Never before have I been so 
impressed with the value of a 
show-window. Then I studied this 
window. It was a large one. The 
background was a delicate cream 
color and the lighting was so 
arranged that there were no shad- 
ows. And the finished picture it 
presented was the work of an 
artist. 

Then I noticed many other win- 
dows that were unusually attrac- 
tive. In those of the leading 
jewelers, fortunes in gems were 
displayed. But in all these win- 
dows there was a note of restraint. 
In one window pearl necklaces of 
fabulous value were draped 
around simple black velvet forms 
in the shape of neck and shoulders, 
without any head. I can see in 


displaying pearls where it would 
be a mistake to use manikin heads. 
The head would be too close to 
the observer, and besides that the 
head of a beautiful woman, even 
a make-believe one, would distract 
attention from the pearls them- 
selves. In another show window 
of the same establishment there 
were diamonds. Just a few dia- 
mond necklaces and diamond 
rings, the whole glittering exhi- 
bition being surmounted by a mag- 
nificent coronet, the kind that the 
peeresses will wear at the coming 
coronation in England. 

I am wondering how many 
people visiting New York either 
know or appreciate what a great 
free show is given by these mer- 
chants in their Christmas show 
windows. Of all the sights in 
New York just at present, to my 
mind there is nothing that com- 
pares with the shop window dis- 
plays of these New York mer- 
chants. Some enterprising maga- 
zine should take night photo- 
graphs of some of these windows 
and reproduce them in colors. It 
could, be done in the forms of a 
folder. It would certainly make 
a striking Christmas contribution 
not only to commerce but to art 
and beauty too. 

* * * 

All kinds of people drop in to 
see me. All of them are interest- 
ing, but, of course, some are more 
interesting than others. This week 
a gentleman six feet six inches 
tall, built in proportion, dropped 
in to see me. The first thing I 
noticed about him was his man- 
nerisms. It was evident he was a 
foreigner, but not a European. It 
soon developed that he was an 
Arabian. His home was near the 
ancient city of Baalbeck. He is a 
manufacturer of cosmetics and 
face creams. He told me the in- 

(Continued on page 68) 
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Another Hardware Store Goes 





Summit Hardware & 
Paint Co., Inc., Sum- 
mit, N. J., has new 
front and additional 
space on second floor 


num and structural glass 

were combined for the new 
store front installed during the 
summer months by the Dederer 
brothers — Paul and Edwin — 
owners of the Summit Hardware 
& Paint Co., Inc., Summit, N. J. 
Business has improved greatly 
since the new front and additional 
story were built, although it is dif_i- 
cult to determine how much of the 


Qt and processed alumi- 


The new store of the 
Summit, N.J., Hard- 
ware and Paint Co., 
Inc. Below: Before 
remodelling. 
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increase is due to the improved 
store front and how much is the 
result of generally improved busi- 
ness conditions. 

Made of the purest aluminum, 
the plate was surfaced with a 
glaze, ceramic in quality, to pro- 
tect the surface. Special tanks 
were constructed by the manufac- 
turer for the processing of the 
aluminum plates which are said 
to have been the largest ever 
processed in the State of New 
Jersey. Structural glass and 
processed aluminum bands com- 
plete the front. At night the upper 
band of letters is silhouetted by 
lumiline lights. 

The lettering on the front of the 
store was the work of the owners 
of the business who used power 
tools regularly stocked by them 
to make the aluminum letters. 
Adding to the appearance of the 
store front is the electrically oper- 
ated clock with its aluminum face 
and aluminum clock markers. The 
works of the clock were supplied 
by a well-known clock manufac- 
turer and the clock markers were 
turned out of aluminum by the 
owners of the store. 

Aluminum plates on the front 
of the store were cemented to 34 
inch plywood which is supported 
by two by three inch lumber. 
Lower floor display windows are 
open backed, being separated from 
the rest of the store by ornamental 
iron grille work built low enough 
to permit an unobstructed view of 
the display room from the street. 
Displays in the upper display 
window, running the full width of 
the building, are enhanced by the 
use of special backgrounds con- 
structed by the proprietors. The 
store measures 25 by 65 feet and 
has in addition a thirty-five foot 
warehouse with shop in the back. 

Two skylights in the roof give 
daylight brightness to the upper 


floor and one skylight is located 
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over a well in the second floor, 
giving the lower floor consider- 
able natural light. The well, 
which is surrounded by ornamen- 
tal grille work, permits folks on 
the first floor to see some of the 
merchandise on the upper floor 
and gives any of the store staff on 
the upper floor a clear view of 
the main floor. The landing on 
the staircase, to the second floor, 
which is at the back of the store, 
is utilized for displaying items 
such as kitchen stools, and the 
ledge on the side of the staircase 
is used for displaying mirrors, 
bathroom cabinets, etc. 


Surplus Stock On 
Second Floer 


With the addition of the extra 
floor, surplus stock is neatly dis- 
played together with bulkier items, 
although a representative line is 
shown on the main floor. Much of 
the builders’ hardware and home- 
workshop equipment is located on 
the upper floor. Stock in the Sum- 
mit store is constantly shifted, 
particularly that shown in the 
front of the main floor. Complete 
stock shifts are made in the front 
of the store about four times a 
year. Steel shelving is used 
throughout the store, even in the 
basement where glass and bulkier 
surplus stock is kept. Display 
panels have an orange background 
and the metal fixtures are finished 
in dark green. Most of the stock 
is shown on open tables or open 
panels, with prices plainly 
marked. 

Screw drivers, chisels and files 
are displayed on special shelves 
made by the owners and attached 
to the regular shelving supports. 
Made of %4-inch plywood, fin- 
ished in orange, the shelves have 
round holes for screw drivers and 
oblong holes for chisels. Both the 


top and bottom of these special 
shelves are visible to customers, 
permitting a view of both ends 
without unnecessary handling. 
Prices of the different numbers 
are indicated by tags and by 
markings on the front of the 
shelving. The shelves are attached 
to the display unit sides by angles 
and one special shelf has three 
different levels. Planes are also 
shown on special display shelves 
made by the owners. Nine planes 
of various types, sizes and values 
are displayed on these shelves 
which are supported on the back- 
ground of the display section. 

Although the Dederer brothers 
have made arrangements whereby 
a financing company will handle 
paper for deferred payment sales 
on homeworkshop equipment they 
have never had to avail them- 
selves of that service. Summit 
Hardware usually has an inven- 
tory of $20,000 worth of power 
tools on which is enjoyed approx- 
imately two and a half turnovers 
a year. Although advertised spe- 
cial demonstrations of homework- 
shop equipment are not held in 
the store the staff is always ready 
and willing to demonstrate this 
equipment right in the store, most 
of the units being connected for 
immediate use. 

A small stock of table model 
radios is ‘displayed at the en- 
trance to the store and although 
all sets are sold on a cash basis 
for a price which does not include 
installation, sales are made from 
time to time on this line. When 
the services of an installation man 
are needed the customer is taken 
care of by a service man who has 
no connection with the store on 
terms agreed upon by the cus- 
tomer and the ‘service man. 

When the Summit Hardware 
company utilizes the catalog ser- 
vice offered by a wholesale dis- 
tributor deliveries are made to 
3500 homes by a telegraph com- 
pany uniformed messenger to in- 
sure prompt delivery to each 
home and to emphasize to the 
customers the importance of the 
catalog’s offerings. 

The company has been in busi- 
ness for ten years, the last two 
and a half years in the location 
of its newly remodeled store. 
Paul and Edwin Dederer are as- 
sisted by two employees. 











Henry Disston & Sons, present factory, at Tacony, Philadelphia. 


An Historical Sketch of 


Henry Disston & Sons 


Gloucestershire, England, 

where Edward IV defeated 
Henry VI and Queen Margaret, in 
1471, there was born to Mr. and 
Mrs. Thomas Disston, May 24, 
1819, a son who was christened 
Henry. Shortly after his birth the 
Disstons moved to Derby, where 
Thomas Disston engaged in the 
manufacture of lace machines. 
Here he instructed young Henry 
in the lace machine business, and 
also in the general principles of 
mechanics, which stood him in 
good stead in later years. 

In 1833, when Henry was but 
14 years of age, he, with his father 
and his sister, Marianni, came to 
America and landed at Philadel- 
phia after a voyage of some 60 
days. Three days after reaching 
Philadelphia, the father died and 
the responsibility of battling for 
subsistence in a strange country 


I: Tewkesbury, a borough in 
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fell to the young lad. Henry struck 
out in quest of a job and soon 
became an apprentice with Lind- 
ley, Johnson & Whitcraft, Saw- 
makers of Philadelphia. With this 
firm he learned his trade, and re- 
mained in their employ until 1840, 
when the firm failed. 

Henry Disston having just at- 
tained his majority, decided to 


start a business of his own. He 
accepted from his employers some 
tools, steel and saw-making ma- 
terial in lieu of wages due him, 
rented a cellar on Bread Street, 
near Arch Street in sight of the 
famous Christ Church and Betsy 
Ross House in Philadelphia. With 
his limited equipment in cramped 
working quarters and with prac- 


The Disston Tacony plant as it appeared in 1872. 
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. tically no capital other than 
honest purpose, daring initiative 
and mechanical genius, plus a 
thorough knowledge of sawmak- 
ing—Henry Disston carried on. 
He divided his time between so- 
liciting orders and making the 
saws to fill his orders. 

With no motive power to 
lighten his labors and facilitate 
production, he persevered in de- 
livering strictly hand-made saws 
and tools to his customers until 
1844. Then he leased space in a 
factory building at Front Street 
and Marden Lane, afterwards 
named Laurel Street, where he 
had access to steam power. 

The business then began to 
show a little healthy growth, as 
did also the payroll, and the 
bank account. However, many 
trials and set-backs such as proved 
the real worth of many success- 
ful American pioneers, were en- 
countered: In 1849, the boiler in 
the building exploded demolish- 
ing his saw works and injuring 
the young sawmaker. The build- 
ing owner was unreasonable in 
his rental demands. The general 
preference for foreign-made saws 
still prevailed. These annoying 
conditions seemed to stir Henry 
Disston’s independence and _ini- 
tiative, and quickened’ his far- 
sightedness, for he immediately 
started the erection of a four- 
story brick factory building on a 
lot 30 x 60 feet in size adjoining 
the wrecked building. This build- 
ing proved the nucleus of the later 
commodious plant at this location. 
With the increased facilities the 
new building afforded, Henry 
Disston resumed the manufacture 
of saws and tools, and renewed 


his endeavors to win the Ameri- 
can saw market. This he suc- 
ceeded in doing, by producing a 
superior saw, even though he was 
obliged to use foreign-made steel, 
because steel suitable for the man- 
ufacture of saws was not produced 
in the United States at that time. 

For years, Henry Disston had 
been giving thought to the steel 
angle of the business. In buying 
foreign steel, there was incon- 
venience and sometimes delay in 


HENRY DISSTON, Founder 


shipments. Occasionally steel was 
received which did not meet re- 


quirements. He struggled along 
under this handicap until 1855. 
Then he built his own steel mill 
and manufactured his own steel 
—the first crucible saw steel ever 
made in the United States. This, 
perhaps, was the crowning event 
in Henry Disston’s career. It rev- 
olutionized the American saw- 


Laurel St. plant in 1871—known as Keystone Plant 
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making industry. It gave him 
perfect control of the high quality 
steel he desired and demanded 
for his wares. 

From this time on the business 
grew rapidly, for the high quality 
of Disston steel won him a domi- 
nant position in the saw manufac- 
turing business. About this time 
Pointing and Plastering Trowels, 
Squares, Bevels and Mortise 
Gauges were added to the Disston 
line. 

By 1857 the Disston firm was 
so weil entrenched that the severe 
financial crisis of that year did 
not materially affect the business. 
In 1861, when the Civil War 
broke out, Disston was equipped 
for manufacturing military ac- 
coutrements and soon _ received 
large orders. Twenty-five em- 
ployees were sent to the Army, 
their wages being paid by the 
firm, and their places kept open 
during their absence. In 1862 a 
rolling mill was added to the 
plant for the production of plates. 

In 1864 the works was partially 
destroyed by fire. Once more 
Henry Disston started rebuilding 
and the shops were rebuilt on 
the old grounds. Some parts of 
the plant were again in operation 
within ten days. During this year 
the factory was enlarged and pro- 
duction doubled. 

In 1865 Henry Disston took his 
eldest son, Hamilton, into the 
business and changed the name of 
the firm to Henry Disston & Son. 
Also, in 1865, the manufacture 
of files was begun. In 1868 screw 
drivers were added to the line. 
Brick trowels and Narrow Band 
Saws were added in 1868. Some- 
time later Wide Band Saws be- 
came a standard. part of the Dis- 
ston line. Today these saws are 
made as large as 66 feet long bv 
18 inches wide. The manufacture 
of Plumbs and Levels was begun 
in 1869. 

In 1871 another son, Albert 
H., was taken into the firm. Dur- 
ing this year the firm purchased 
six acres of ground at Tacony, 
Pa., on the banks of the Delaware 
River. Gradually this site was in- 
creased until it comprised approx- 
imately 275 acres. 

Fire once more worked havoc 
at the Disston Works in 1872. 
This fire started in the etching 

(Continued on page 60) 
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H. E. HULBURD HEADS THE GEO. WORTHINGTON CoO. 


Has Been a Hardwareman For 
More Than Fifty-Three Years; 
L. H. Weber, With Organiza- 
tion Since 1892 Is Now First 
Vice-President; J. G. Schullian, 
Another Veteran, Elected Sec- 
ond Vice-President and Trea- 
surer; L. B. Collar Is Secretary, 
and Paul H. Deming Continues 
as Chairman of the Board of 
Directors. 


Hugh E. Hulburd is the new 
president of The Geo. Worthing- 
ton Co., Cleveland, Ohio, whole- 





H. E. HULBURD 


sale hardware distributor, having 
succeeded the late A. J. Gaehr. 
Well known and highly respected 
throughout the hardware indus- | 
try, Mr. Hulburd began his hard- 
ware career, as have other well 
known wholesale hardware men, | 
in the retail business. He was | 
an employee of the retail hard- 
ware firm of Wheaton & Acer, 
Medina, N. Y., back in 1882. He 
continued with the Medina store 
for seven years and then joined 
The Geo. Worthington Co., as a 
traveling salesman, covering the 
New York State territory for the 
Cleveland house. 

For seventeen years, Mr. Hul- 
burd traveled in the interests of 
the company of which he is now 
president. Thirty years ago he 
was called into the house and 
placed in charge of the cutlery, 
saddlery and sporting goods de- 
partments. A few years later he 
was appointed to the very impor- 
tant post of sales manager and in 
1919 was elected a member of the 
company’s board of directors. 
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having previously 


Prior to his election as president 
of the Worthington company, he 
was elected vice-president and 
sales manager, having in addition 
to other duties the responsibility 
of directing the sales activities of 
the one hundred traveling sales- 
men, who visit the retail hard- 
ware trade for The Geo. Worth- 
ington Co. Mr. Hulburd is a 
member of the Harpware AGE 
Fifty-Year Club. 

L. H. Weber, who also enjoys 
a wide acquaintance among hard- 
ware men in all branches of the 
industry, has been named as first 
vice-president of the company, 
been second 


L. H. WEBER 


vice-president of the Worthington 
concern. Mr. Weber, who heads 
the purchasing department of his 
company, has been a Worthing- 
ton man since 1892. After a 
number of years as an “inside 
man” he was appointed a travel- 
ing representative, continuing to 
call on the trade until 1920, when 
he was called to Cleveland to 
assist the late Mr. Jewett in the 
purchasing department. Mr. 
Weber was elected a member of 
the board of directors in 1924 
and ten years later was given the 
additional responsibilities as 
second vice-president. 

J. G. Schullian, who succeeds 
Mr. Weber as second vice-presi- 
dent and continues to serve the 
company as treasurer, joined the 
company in 1892—the same year 
as Mr. Weber. Like the late A. 
J. Gaehr, he began with the 
Worthington organization in the 
accounting and financial end, at 


the “bottom of the ladder” and 
worked his way up to his present 
important posts. In 1919 he was 
elected to the board of directors 
and in 1923 he was named sec- 
retary and assistant treasurer. 
The year of 1930 brought to Mr. 
Schullian greater responsibilities 
when, in addition to his activities 


J. G. SCHULLIAN 


as secretary of the firm, he was 
elected treasurer. 

The secretary of the company 
is L. B. Collar, who has been 
affliated with The Geo. Worth- 
ington Co. since 1928, having pre- 
viously been with the firm of 
Ernst & Ernst, public account- 
ants, for fifteen years. Paul H. 
Deming, Detroit, Mich., continues 
as chairman of the board. 


HUME HEADS WIRE SALES 
FOR PITTSBURGH STEEL 


Ed. W. Smith, general manager 
of sales, Pittsburgh Steel Co., 
Pittsburgh, Pa., has announced 
the appointment of W. G. Hume 
as manager of sales of wire prod- 
ucts, effective Dec. 1, 1936. Mr. 
Hume began his business career 
in the St. Louis. office of Pitts- 
burgh Steel Co. in 1911. In 1915 
he became assistant sales man- 
ager of Keystone Steel & Wire 
Co., and in 1925 was made gen- 
eral sales manager of that com- 
pany. Since 1929 he has been 
assistant to the president of 
Northwestern Barb Wire Co., 
Sterling, Ill. 

Will'am Steytler has been 
transferred to the Philadelphia 








100 ANNIVERSARY OF 
CHENEY HAMMER CoO. 


The Henry Cheney Co., Little 
Falls, N. Y., is celebrating the 
hundredth anniversary of its 
founding by Henry Cheney as the 
village blacksmith shop. Mr. 
Cheney was the village black- 
smith when he developed a 
method of tempering steel used 
in hammers and began the busi- 
ness which now has markets 
throughout the world. 

The company still uses the 
method discovered by its founder. 
Edwin H. Mulford is president 
and Elmer S. Mulford is secre- 
tary and treasurer. 


CHILDS, SALES AGENT 
FOR GERTS-LUMBARD 


Sam D. Childs has been ap- 
pointed general sales agent for 
Gerts-Lumbard & Co., brush 
manufacturer, 2100 W. Grand 
Ave., Chicago, Ill. Mr. Childs 
has been a brush man all his 
business life, as was his father 
before him. On leaving school he 
took a job with the Ox Fibre 
Brush Co., later transferring to 
the Rubberset Co. In 1925 he 
became representative for J. C. 
Pushee & Sons, Boston, covering 
the country for that concern. He 
was made vice-president of the 
firm in 1935. 

During the past three years 
Mr. Childs has established a 
record of 100,324 miles flown, 
and has become known as the 
high flying sales executive of 
the brush industry. He has kept 
a log of his flights, which have 
taken him over the length and 
breadth of the country since 1933 
and grows more enthusiastic with 
each mile flown. 

The Gerts-Lumbard Co., with 
which Mr. Childs is now asso- 
ciated, is one of the oldest firms 
in the Chicago area, having been 
founded in 1850 by George E. 
Gerts. W. S. Gerts, retired, is 
a son of the founder, and E. J. J. 
Schmidt, president of the com- 
pany, is a grandson of John 
Schmidt, who, with Henry Lum- 
bard, became identified with the 
firm in its first expansion in the 
late 1850's. 








office of the Pittsburgh Steel Co. 
as district sales manager, and 
C. L. Wade has been transferred 
from the Philadelphia office to 
the Pittsburgh office. 
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Next issue of Hard- 
ware Age will con- 
tain a first hand 
report of the first test 
case hearing under 
the Robinson - Pat- 
man Act. This re- 
port will be of vital 
interest to all hard- 
ware people, 
whether manufac- 
turers, wholesalers 
or dealers. 











COMMITTEE ON MFRS. 
SALES POLICIES 


Shannon Crandall, California 
Hardware Co., Los Angeles, Cal., 
president of The National Whole- 
sale Hardware Association has 
appointed a special. committee on 
manufacturers’ sales policies. It 
is urged that all situations in- 
volving these policies, which in 
the individuals’ opinion are not 
fair and equitable to the associa- 
tion’s members and their cus- 
tomers, the independent retail 
trade, be brought to the attention 
of the committee either directly 
or through the association’s of- 
fice, 505 Arch St., Philadelphia, 
Pa. George A. Fernley is sec- 
retary-treasurer. 


Glenn E. Jennings, Wright & 
Wilhelmy Co., Omaha, Neb., is 
chairman of the committee, which 
is composed of C. L. Schwartz, 
The Lee Hardware Co., Salina, 
Kan.; J. Frankland Miller, Bige- 
low & Dowse Co., Boston, Mass. ; 
R. R. Witt, Builders Supply Co., 
San Antonio, Tex.; Leo C. May, 
May Hardware Co., Washington, 
D. C.; H. D. Cram, The W. Bing- 
ham Co., Cleveland, Ohio; I. 
Wold, Kelley-How-Thomson Co., 
Duluth, Minn., and E. H. Mce- 
Ginnis, Union Hardware & Metal 
Co., Los Angeles, Cal. 


PRATT & LAMBERT NAMES 
TECHNICAL DIRECTOR 
William H. Lutz has been ap- 
pointed technical director of 
Pratt & Lambert, Inc., Buffalo, 
N. Y., manufacturer of paints and 
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varnishes. Mr. Lutz entered the 
employ of the company in 1927 
as chemist in the lacquer labora- 
tory, shortly after his graduation 
from Rensselaer Polytechnic In- 
stitute, Troy, N. Y. In 1934 he 
was transferred to the paint 
laboratory and a year later was 
given charge of all work on 
lacquer and synthetic enamels. 


PADGETT RANGE SALES 
SPECIALIST FOR G-E 


R. C. Padgett has been ap- 
pointed range sales specialist to 
the range division staff of Gen- 
eral Electric Co., Nela Park, 
Cleveland, Ohio. He will contact 
the territories and promote range 
business. 

After college, Mr. Padgett en- 
rolled in the student course at 
Westinghouse Electric Co. and 





later served that company as 
range specialist at Mansfield, 
Ohio, and Buffalo, N. Y. In 1929 
he became connected with As- 


sociated Gas & Electric Co. as | 


range and water specialist, and 
for a time as assistant merchan- 
dise manager at the company’s 
properties in Oneonta and Gen- 
eva, N. Y. He became district 
new business manager at Walton 
in 1932 and later was transferred 
to the Ohio Midland Light & 
Power Co., Canal Winchester, 
Ohio, where he was new business 
manger. 


PARRISH ALFORD FENCE 
MOVES TO ILLINOIS 


Parrish Alford & Fence Ma- 
chine Co., has moved from 
Knightstown, Ind., and the com- 
pany’s new address is Box 337, 
Sterling, Ill. 





HOLTZMAN TO MANAGE 
RAWLPLUG BRANCH 


W. F. Holtzman has been ap- 
pointed manager of the Rawlplug 
Washington Co., with headquar- 
ters at 50 Florida Ave., N. E., 
Washington, D. C. He has had 
many years of practical construc- 
tion and building experience. 

The Rawlplug Co., Inc., main 
office and plant located in New 
York City, manufactures a com- 
plete line of patented anchorage 
devices, masonry drills, etc. A 
complete stock will be carried 
in Washington. 


“A-B-C” BAIT MOVES 
TO NEW QUARTERS 
The “A-B-C” Bait & Mfg. Co., 
has moved from 137 E. Jefferson 
Ave., Detroit, Mich., to larger 
and improved quarters at 433 
Bates St., that city. 





GEORGE E. HALL RETIRES AS HALL HARDWARE PRESIDENT; 
S. P. DUFFY NOW MANAGER AND SECRETARY-TREASURER 


After many years as president | directors, has assumed the presi- | organization in 1921, since which 


and manager of the Hall Hard- 
ware Co., Minneapolis, Minn., 


dealer owned wholesale hardware | of the company as well as sec- | 


house and as secretary and trea- 
surer of the Hall Building Co., 
George E. Hall has resigned. 
Having devoted his time and en- 


CHARLES F. LADNER 


ergy to the direction of the Hall 
Hardware Co., operating under 
the so-called Hall Plan, for 
twenty-three years Mr. Hall has 
decided to take a well earned 
rest from his strenuous responsi- 
bilities. 

Charles F. Ladner, St. Cloud, 


Minn., chairman of the board of 


| 


| 


| 
| 


| 
| 
| 





dency of the company temporarily 
and S. P. Duffy is now manager 


retary-treasurer. In addition Mr. 
Duffy has been elected secretary- 
treasurer of the Hall Building 
Co. C. F. Kilgore, Estherville, 


GEORGE E. HALL 


Iowa, was elected a member of 


the board of directors of the 
Hall Hardware Co. and of the 
Hall Building Co. 

S. P. Duffy, or “Steve” Duffy, 
as he is widely known to the 
hardware trade is particularly 
well ‘qualified to manage the Hall 
Hardware Co., having joined the 





time he has had charge of prac- 
tically every department of the 
constantly growing dealer owned 
wholesale hardware house. Just 
a young man when he went with 
the Hall Hardware Co., he says 
of his association with Mr. Hall, 


Ss. P. DUFFY 


in a letter to the trade, “For 
more than twenty years I have 
worked for and with Mr. Hall. 
He brought me up, so to speak, 
in this business, and for the last 
ten years has been coaching me 
to succeed him in the manage- 
ment duties.” 
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SOCIAL SECURITY AND PATMAN ACTS DISCUSSED 


AT JOINT MILL SUPPLY MEETING IN RYE, N.Y. 


Provisions of the Social Secur- 
ity Act and of the Robinson- 
Patman Act, association programs 
and relations between the Na- 
tional Supply & Machinery Dis- 
tributors’ Association and the 
American Supply & Machinery 
Manufacturers’ Association were 
among the chief topics discussed 
at the joint meeting of eastern 
members of the two groups held 
December 2 at the Westchester 
Country Club, Rye, N. Y. De- 


spite bad weather there were 


more than 100 men present at | 
both the morning and afternoon | 


sessions. In the absence of P. 
Ridings, Syracuse Supply Co., 
Syracuse, N. Y., president, Na- 
tional Supply & Machinery Dis- 
tributors’ Association, who is re- 
covering from an_ operation, 
George H. Halpin, Minnesota 
Mining & Mfg. Co., St. Paul, 
Minn., president of the American 
association, presided over both 
the morning and afternoon ses- 
sions. Mr. Ridings was to have 
presided over the morning meet- 
ing. 

The plan of zone meetings of 
manufacturers and distributors is 
not new. The December 2 ses- 
sion just further proved the 
value of mid-year zone meetings 
of this type. 

H. R. Rinehart, Philadelphia, 
Pa., secretary-treasurer, National 
Supply & Machinery Distributors’ 
Association, outlined the activi- 
ties of that group and R. Ken- 
nedy Hanson, Pittsburgh, Pa., 
secretary-manager, American 
Supply & Machinery Manufac- 
turers’ Association spoke on the 
special activities of that organiza- 
tion. “The - Robinson-Patman 
Price Discrimination Act” was 
the subject of an address by 
George Nobelsine, Esq., Wright, 
Gordon, Zachry & Parlin, New 
York City, who said that there 
was need for clarification of the 
provisions of the act. | 

Speaking on “The Relation of 
Taxes to Distributors’ Margins,” 
R. C. Duncan, R. C. Duncan Co., 
Minneapolis, Minn., vice-presi- 
dent of the National association, 
discussed a topic on which Mr. 
Ridings was originally scheduled 
to talk. Mr. Duncan pointed out 
the ways in which a profit pro- 
ducing distributor can help a 
manufacturer. G. A. Barnard, 
Graton & Knight Co., Worcester, 
Mass., spoke on merchandising, 
covering lessons to be learned 
during both prosperity and de- 
pression eras and emphasized the 
importance of hiring employees 
with an eye to their future use- 
fulness in more important posi- 
tions. Mr. Rinehart outlined the 
taxing provisions of the Social 
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Security Act explaining that it 
included both pension and unem- 
ployment insurance plans. 

There must be loyalty on the 
part of both manufacturers and 
distributors and frank discussion 
of problems at all times, H. E. 
Ruhf, Cleveland Tool & Supply 
Co., Cleveland, Ohio, chairman 
of the Manufacturers’ Relations 
Committee of the National Sup- 
ply & Manufacturers’ Associa- 
tion, told the meeting in a dis- 
cussion of, “The Importance of 
Equitable Selling Policies.” Loy- 
alty, responsibility and encourage- 
ment from distributor to buyer 
and from the buyer to the dis- 
tributor must exist at all times, 
H. F. Seymour, The Columbian 
Vise & Mfg. Co., Cleveland, Ohio, 
said in discussing, “Distributors’ 
Buying Policies.” “Chiseling 
leads to price wars and price 
wars lead to losses,” he declared. 

C. A. Channon, Great Lakes 
Supply Corp., Chicago, IIl., 
member of the Industrial Supply 
Research Bureau called attention 
to the new program of the 
L.S.R.B. and said that if there 
is a gain from that program it 
will benefit all distributors. Addi- 
tional subscriptions to the pro- 
gram were invited. Mr. Hanson 
stated that there will be a par- 
ticularly fine program for the 
triple convention to be held by 
the National, American and the 
Southern Supply & Machinery 
Distributors’ Association at the 
New Peabody Hotel, Memphis, 
Tenn., from May 10 to 13, 1937, 
and that there will be a good 
program for the ladies of the 
convention. 

A joint meeting of the execu- 
tive committees of the two asso- 
ciations was held in Rye, the day 
before the joint association meet- 
ing, each committee also having 
its own meeting. Resolutions 
passed at the committee meeting 
and read at the joint association 











H. R. RINEHART 


meeting indicated disapproval of 
reciprocity buying and selling for 
delivery outside of a company’s 
normal trading area and urged 
that in readjustment of schedules 
the proper consideration be given 
to the effect of taxes and salary 
increases on the cost of doing 
business. 

The executive committee of 
the American association, at its 
meeting the day before the joint 
meeting of members of the two 
associations gave consideration 
to such subjects as industrial ex- 
hibits, sales and promotional 
literature of manufacturers for 
size, general makeup, etc., dis- 
tributor relations and a suggest- 
ed association program for 1937. 

Mr. Rinehart announced that 
the National association had at 
that time 335 members. 


NEW YORK HOUSEWARES 
SHOW. JAN. 24-30 
The first spring show of China, 
Glass & Housewares will be held 
in New York City at the Hotel 





Pennsylvania, Jan. 24 to 30, 1937, 
under the sponsorship of the New 
York Housewares Manufacturers 
Association. Among the features 
of the show will be a novel event 
known as “Dramatized Table Set- 
tings,” for which a series of 
rooms have been set aside. 

Outstanding decorators, editors 
of home and fashion magazines, 
and movie stars have arranged to 
set the tables, which will be on 
display during the week of the 
show. The products of china and 
glass exhibitors will be used in 
the creation of those tables, 
which will be smart, new and 
practical. 

Buyers will be permitted to re- 
produce the tables in their own 
stores and arrangements have 
been made for newspapers and 
magazines throughout the country 


‘to feature those settings editori- 


ally. 

A consumer’s “Housewares 
Week” will also be another big 
promotional feature of the show. 
A committee-of prominent manu- 
facturers, buyers and women’s 
magazine writers, is now working 
with several of the larger depart- 
ment stores in the eastern area, 
to extend coordinated efforts, 
which will make women more 
conscious of their kitchen and 
housewares, which go to make 
kitchens more modern, useful, 
and attractive. During that week, 
the consumer will be shown by 
advertising, window displays, 
special store promotions and edi- 
torial comments, new items in 
housewares, which will then be 
on sale at the stores. 

Flo English, secretary of the 
New York Housewares Manu- 
facturers Association, Room 1108, 
Pennsylvania Hotel, is in charge 
of reservations for the show. It 
is urged that all manufacturers 
wishing to be represented at the 
show, make their reservations at 
an early date. 





RETAIL ASSOCIATIONS PROTEST FEDERAL 
AID FOR CONSUMER COOPERATIVES 


Under the auspices of the Na- 
tional Retailers’ Council, Wash- 
ington, D. C., 15 national retail 
associations have prepared briefs 
protesting against government 
support of the consumer coopera- 
tive movement. In those briefs is 
acknowledgment of the right of 
any group to engage in merchan- 
dising but they declare that aid 
by the federal government to the 
consumer cooperatives, either in 
the form of abatement of taxes 
or by a direct subsidy or both, 
is unfair competition with pri- 
vately owned enterprises. 

The briefs will be presented to 








the President by a competent 
committee at the first possible op- 
portunity and come from associ- 
ations embracing the following 
retail classifications: hardware, 
implement, furniture, coal, lum- 
ber, food and groceries, shoe, 
clothiers and furnishers, jewelry, 
dry goods, drugs and variety 
stores. Those of the National Re- 
tail Hardware Association and 
the National Federation of Im- 
plement Dealers’ Association will 
be released for publication after 
they have been presented to the 
President. 
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RECENT U. S. SUPREME COURT DECISION 





APPROVES STATE FAIR TRADE LAWS 


Perhaps the most significant 
feature of the unanimous deci- 
sion of the United States Su- 
preme Court Dec. 7 upholding 
the validity of the Illinois and 
California fair trade acts was the 
blow it dealt to “loss leaders.” 
Independent groups in particular 
have long strongly sought legis- 
lation in one form or another to 
prohibit chain and other large 
retail groups from slashing 
prices on standard goods as a 
bait for the public’s trade. The 
Supreme Court decision definite- 
ly set up the principle that the 
manufacturer of trade-marked, 
branded and identified goods has 
a right to protect his good-will 
by contracting with resellers for 
the maintenance of prices at 
which his products are sold to 
the consumer or user. 

The court held that when such 
sales are made the title to the 
trade-marked, branded name or 
other identification remained the 
property of the manufacturer, 
even though the goods changed 
hands. The legal sanction thus 
given by the highest court of 
the land consequently sustains 
the principle of the old Kelly- 
Capper bill, which was finally de- 
feated after its supporters fought 
unsuccessfully for more than a 
decade for its passage. 

The decision places the stamp 
of validity of contracts between 
manufacturer and reseller in all 
states which have enabling legis- 
lation. It does not concern in 
any way unmarked or unbranded 
goods. The opinion having estab- 
lished this precedent for appli- 
cation to states having fair trade 





acts, it is now believed that it 
points toward a national fair 
trade act. It is expected that ef- 
forts will be made by interested 
groups to have such legislation 
enacted at the forthcoming ses- 
sion of Congress, which con- 
venes Jan. 5. The opinion pre- 
vails that such legislation would 
receive administration support 
and would likely be enacted. 

Contrasted with NRA, the leg- 
islation would have the advan- 
tage of providing voluntary 
rather than compulsory means of 
fixing resale prices. For the fair 
trade acts set up a system of 
voluntary contracts between the 
individual manufacturers and the 
individual resellers. The decision, 
furthermore, would afford a ready 
instrument for those who feel 
that the fair trade practices sec- 
tion of governmental relationship 
should be divorced from labor 
practices, 

The blow given at price cut- 
ting in standard brand products 
by the Supreme Court decision 
held that trade-marked good-will 
is “property in the very real 
sense.” The Illinois and Califor- 
nia fair trade acts prohibit the 
sale of standard products below 
prices fixed by the producer by 
contract. 

Said the decision, read by Mr. 
Justice Sutherland: “There is a 
great body of fact and opinion 
tending to show that price cut- 
ting by retail dealers is not only 
injurious to the good-will and 
business of the producer and dis- 
tributor of identified goods, but 
injurious to the general public 
as well.” The decision further 





declared that while retailers may 
own a standard product, “they 
do not own the mark and good 
will that the mark symbolizes.” 

The court declared that there 
is nothing to prevent retailers 
from removing the trade-mark 
and selling the product at any 
price they choose, so long as the 
brand’s good will was not used 
as an aid. 

Nothing was found by the 
court in the state acts which is 
contrary to the constitution, 
though effort was made to exer- 
cise the so-called “due process of 
law” clause. “Where the ques- 
tion of what the facts establish 
is a fairly debatable one,” said 
the decision, “we accept and 
carry into effect the opinion of 
the legislature.” The court thus 
made the important finding that 
it would not interfere with legis- 
lation that does not conflict with 
the constitution. Rather in such 
circumstances it gives each state 
a free hand in enacting and en- 
forcing such legislation. 


A. B. GATCH INJURED 
IN AUTO ACCIDENT 


A. B. Gatch of The Wooster 
Brush Co., Wooster, Ohio, is con- 
fined in Christ Hospital, Cincin- 
nati, Ohio, as a result of injuries 
received in an automobile acci- 
dent, when his car left the road 
between Louisville, Ky., and Cin- 
cinnati. He received some frac- 
tured ribs and bruises, which 
will confine him to the hospital 
for the next few weeks, after 
which he expects to contact his 
many friends in the trade as 
usual. 








GEORGE HARPER RETIRES 
FROM ACTIVE BUSINESS 


After more than fifty years a 
hardwareman and many years a 
salesman for the National En- 
ameling and Stamping Co., Mil- 
waukee, Wis., working out of the 
Baltimore office, 1901 Light St., 
George S. Harper is retiring from 
business. In a letter to the 


—— 





GEORGE H. HARPER 


Southern Hardware Jobbers As- 
sociation and The National 
Wholesale Hardware Association, 
Mr. Harper made known his 
intent and expressed his feelings 
toward his many friends. Al- 
though he will no longer be ac- 
tive in business, he promises to 
continue to attend the conven- 
tions for he wishes to keep those 
friendly contacts he has made 
and help his friends with their 
problems whenever he is able. 
Mr. Harper began his hardware 
career in 1883 and is a member 
of the Harpware Ace Fifty-Year 
Club. 








BRIEF ITEMS OF INTEREST TO HARDWARE MEN 





ARKANSAS 


The Linkway Stores Co. has 
moved its headquarters to Little 
Rock, Ark., and its address is 
P. O. Box 351. S. G. Catlett, 
general manager of the seven 
stores, resides_in Little Rock. 





INDIANA 


Miss Bertha J. Urbancic, 
daughter of A. Urbancic proprie- 
tor of a hardware store at 739 
W. Warman Ave., Indianapolis, 
Ind., has purchased the West 
Hardware store at 3371 N. Michi- 
gan St. Associated with her, 
will be her brothers, Henry and 
Justin. The business is being 
moved to 3406 W. Michigan St. 


IOWA 


Roger A. Thomas of Traer, 
Iowa, has purchased the Hart- 


DECEMBER 17, 1936 





man Hardware store at Guthrie 
Center, that state, from Walter 
Hartman. 


KANSAS 
Charles Smith Hardware, Cha- 
nute, Kansas, is discontinuing its 
business. 
MISSOURI 
T. J. Halsey, Holden Hard- 


ware, Holden, Mo., is retiring 
from business. 





Farwell & Co., Granger, Mo., 
has discontinued its business. 





NO. CAROLINA 


The Hudson-Lester Hardware 
Co. has been opened at Seattle 
and West Market Sts., Reidsville, 





N. C. Wilson Hudson is proprie- 
tor of the new store. 


OHIO 


Beck Supply Co., 372 Bush 
Ave., Columbus, Ohio, is discon- 
tinuing its hardware items and 
replacing them with tractor re- 
placement parts. 


The partnership of M. A. 
Kropp, and J. Earl Kropp in the 
hardwate firm of M. A. Kropp 
and Son, Marietta, Ohio, has 
been dissolved due to the death 
of M. A. Kropp. J. Earl Kropp, 
as surviving partner has taken 
over all the assets of the firm 
and will continue the business as 
sole owner under the name, M. 
A. Kropp and Son. 





PENNSYLVANIA 


The Gates Hardware Co., Cur- 
wensville, Pa., has opened a new 
store at Westover, Pa., where a 
complete stock of shelf and 
heavy hardware will be carried. 
Orville Lines is in charge of the 
store. 


A. H. Brebner and Son, dealer 
in hardware, ship  chandlery, 
paints and oils, has moved from 
16 E. 5th St., Erie, Pa., to new 
quarters at 435 State St., that 
city. 


SO. DAKOTA 


Maack & Scheele have pur- 
chased the Ross Hardware at 
Wilmot, S. D., and will continue 
the business in the same location. 
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Cc. KE. GREENING JOINS 
R. K. CARTER & CO. 


Following in the footsteps of 
his father, Alfred C. Greening, 
for many years president of R. K. 
Carter & Co., 66 Reade St., New 
York City, Charles K. Greening 
has become associated with this 
sixty-six year old firm of pur- 
chasing agents. 

Graduating from Cornell Uni- 
versity in 1925 with an A.B. de- 
gree he entered the employ of 
the Chatham Phoenix National 
Bank and Trust Company of New 
York City, where he remained 
for three and a half years. He 
then became identified with the 
credit department of the Irving 
Trust Company also of New York 
City with which institution he 
remained for six years, serving in 





CHAS. K. GREENING 


various capacities. Leaving there, 
he joined R. K. Carter & Co., 
thus bringing to this long estab- 
lished business a wealth of credit 
experience which is a very im- 
portant factor in the successful 
operation of any organization. 

Mr. Greening has made an in- 
tensive study of the work of all 
departments and is now acting as 
assistant to William B. Pauls- 
craft, well known vice-president 
of the Carter organization. 

Mr. Greening was prominent 
in athletics at Cornell having 
been a member of the track team. 
His fraternity was Sigma Phi. He 
is married and resides in New 
York City. His hobby is ma- 
chine tools and the many and 
varied applications of them and 
happily so since the tool line is 
an important part of the Com- 
pany’s purchases for its many 
clients. 


—_—- 


AMER. STEEL & WIRE CO. 
PROMOTES CONNELL 
F. Connell, manager of the 
manufacturers department, Amer- 
ican Steel & Wire Co., Chicago, 
Ill., has been appointed assistant 
manager of sales to succeed R. H. 
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Pratt, who is retiring from ac- 
tive service. T. P. Lowerre, 
manager of the merchant prod- 
ucts department, Baltimore, Md., 
is being transferred to the New 
York City office of the company, 
350 Fifth Ave., as manager of 
the merchant products depart- 
ment. Mr. Lowerre succeeds H. 
S. Lockwood, who is also retiring 
from active service. 





RETAILER REQUESTS 
MFRS. CATALOGS 


Fire recently destroyed the 
hardware store of F. W. Hessel- 
sweet, New Era, Mich. Mr. 
Hesselsweet would appreciate re- 
ceiving manufacturers’ price lists 
and catalogs to replace those 
which were destroyed. 





TRIGG AGAIN HEADS 
PAINT, VARNISH ASSN. 


Ernest T. Trigg was reelected 
president of the National Paint, 
Varnish and Lacquer Association 
for a three-year term at the close 
of the organization’s convention 
held in Chicago recently. Other 
officers elected were: Vice-presi- 
dent, C. N. Seidlitz, Seidlitz 
Paint & Varnish Co.; vice-presi- 
dent, wholesale division, T. A. 
Flynn, Washington, D. C. 

Regional vice-presidents: East- 
tern zone, Harry C. Soffer, Para- 
gon Paint & Varnish Co., New 
York City; central zone, Frank 
Clarke, Pittsburgh Plate Glass 
Co., St. Louis; New England 
zone, C. K. Stodder, the Savogran 
Co., Boston; western zone, Lang- 
don Root, W. P. Fuller & Co., 
Los Angeles and San Francisco; 
treasurer, Charles J. Oah, Mur- 
phy Varnish Co., Newark, N. J. 

Six members elected to the ex- 
ecutive committee for three-year 
terms were: Dr. D. A. Kohr, 
Lowe Bros., Dayton, Ohio; H. A. 


Melum, Benjamin Moore & Co., |’ 


Chicago; Delancey Kountz, De- 
voe & Raynolds, Inc., New York 
City; Wm. Einti, du Pont de 


Nemours & Co., Wilmington, 
Del.; E. D. Griffin, Pittsburgh 
Plate Glass Co., Milwaukee, 


Wis., and E. J. Cornish, National 
Lead Co., New York City. 





DUSTLESS DUSTER FIRM 
BUYS MILTON CHEMICAL 


The Howard Dustless Duster 
Co., 493 C. St., Boston, Mass., 
pioneer in the chemically treated 
dust cloth and mop field has 
purchased the business of the 
Milton Chemical Company, Cam- 
bridge, Mass., whose trade mark 
is “B-B Dust Arrestors.” The 
Howard company will continue 
to manufacture both lines under 
the trade marks, “Howard” and 
“B-B Dust Arrestor,” thus offer- 
ing a comprehensive line of mops, 








cloths, ironing board pads and 
covers. Associated Representa- 
tives, W. R. Kansteiner, 1107 
Broadway, New York City, have 
been appointed sales agents for 
both lines in the eastern terri- 
tory. 


W. G. FISHER LEAVES 
INGERSOLL STEEL CO. 


W. G. Fisher has resigned as 
sales manager in the Ingersoll 
Steel & Disc Division of the 
Borg-Warner Corp., Chicago, IIl., 
to accept a position in the agency 
division at the home office of the 
Lutheran Brotherhood Insurance 
Co., Minneapolis, Minn. Well 
known to the hardware and sport- 
ing goods trade throughout the 
nation, Mr. Fisher has traveled 
forty-five states as a dealer sales- 
man, jobber missionary man, 
branch manager and sales man- 
ager. Prior to entering the sales 
field he was advertising and pro- 
motion manager of one of the 
largest flashlight and battery 
manufacturers in the country. 


BOOKLET ON STATE 
SALES TAX LAWS 


The American Retail Federa- 
tion, National Press Bldg., Wash- 
ington, D. C., has recently issued 
a 32-page booklet on sales taxes, 
which contains a digest of the 
law in each state with a map 
showing the kind of tax and the 
rate. Each digest sets forth in 
tabular form the rate of tax, tax- 
able sales, non-taxable sales, 
exemptions, form of collection 
and payment, records required, 
penalties, validity of the law, and 
the disposition of the revenue 
derived. 


ARKANSAS DEALERS TO 
MEET, FEB. 9-10 


George L. Turner, secretary, of 
The Arkansas Retail Hardware 
Association, 322 E. Markham St., 
Little Rock, Ark., has announced 
that the association will hold 
its annual convention in the 
Hotel Marion, Little Rock, Feb. 
9 to 10, 1937. 


BUTTS AND ORDWAY CO. 
TAKES ON STANLEY LINE 


Butts and Ordway Co., dis- 
tributor, 44 Stanhope St., Boston, 
Mass., has added to its stock of 
supplies, tools, and equipment 
for the industrial and automotive 
trade throughout New England, 
the complete line of Stanley elec- 
tric tools, manufactured by the 
Stanley Electric Tool Division, 
The Stanley: Works, New Britain, 
Conn. 








CYCLONE FENCE CO. 
PROMOTES STODDER 


John D. Stodder, manager of 
hardware product sales in the 
eastern division for the Cyclone 
Fence Co., United States Steel 
Corp., subsidiary, at Waukegan, 
Ill., has been appointed manager 
of hardware product sales. Mr. 
Stodder, who has been making 
his headquarters at Newark, 
N. J., will remove to the com- 
pany’s offices at Waukegan. His 


appointment became effective 
Dec. 1. 
Other changes which have 


been made in the executive staff 
of the company include that of 





JOHN D. STODDER 


Roy E. Pinninger, who has be- 
come vice-president and general 
manager of the company, suc- 
ceeding R. C. Markle in those 
positions. Mr. Markle has joined 
the Carnegie-Illinois Steel Corp., 
Pittsburgh, Pa., in an executive 
capacity. 

J. V. Morrisey has been ap- 
pointed assistant general man- 
ager and A. D. Schalk, assistant 
to the vice-president and general 
manager, both at Waukegan. W. 
L. Browne succeeds Mr. Stodder 
as manager of hardware prod- 
uct sales in the eastern division 
with headquarters at Newark and 
F. G. Rodgers becomes assistant 
sales manager, eastern division, 
at the Newark office. 


BASKET FIRM APPOINTS 
WEST COAST AGENT 


The Fletcher Weil Co., manu‘ 
facturers agent, 940 S. Alameda 
St., Los Angeles, Cal., has taken 
on the complete line of wicker 
and seamless fibre hampers, 
wastepaper and boudoir baskets, 
etc., manufactured by the N. Y. 
Standard Mfg. Co., Inc., 99 Kent 
Ave., Brooklyn, N. Y. The’ West 
Coast firm has recently opened 
new and enlarged showrooms, in 
which the Standard products will 
be on display. 
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BROOKLYN APPLIANCE 
DEALERS NOMINATE 


More than 150 men and women 
attended the November 24 meet- 
ing of the Electrical Appliance 
Dealers Association of Brooklyn, 
held at Joe’s Restaurant, 330 Ful- 
ton St., Brooklyn, N. Y., at which 
Russell A. Atkinson, R. J. At- 
kinson, Inc. 4 Ralph Ave., 
Brooklyn, was nominated for re- 
election. James J. Schneer, Elec- 
tric Vacuum & Refrigeration Co., 
Inc., 360 Livingston St., was nom- 
inated for re-election as first vice- 
president, and Ralph Ceriello, 
8512 Bay Parkway, was nomi- 
nated for the office of second 
vice-president. Secretary Albert 
H. Bernhard, Electric Necessities 
Shop, 1597 Nostrand Ave., and 
A. H. Grafenstadt, 495 Myrtle 
Ave., treasurer, were nominated 
for re-election to their respective 
offices. 


Edward A. Holmberg, Mer- 
chandise Manager, Brooklyn Edi- 
son Co., Inc., called attention to 
the promotions for the month of 
December for dealers in electri- 
cal appliances who are members 
of the Electrical Appliance Deal- 
ers Association of Brooklyn. Mr. 
Holmberg invited members to be 
his guests shortly after the New 
Year at a dinner meeting, at 
which time plans for 1937 pro- 
motions would be outlined. He 
pointed out that next year’s pro- 
gram will be expanded and 
changed on the basis of experi- 
ences in the past with the appli- 
ance dealers group. ° 


Martin A. Tarzian, Tarzian 
Bros., 193 Seventh Ave., acted as 
chairman of the question box ses- 
sion, the various questions and 
answers bringing forth some 
lively discussions on the subject 
of improving holiday season busi- 
ness. President Atkinson sug- 
gested the formation of four 
new committees on radio, ranges 
and refrigerators, home laundry 
equipment and small appliances. 


CORNELISEN REPRESENTS 
CURTIS LIGHTING, INC. 


Paul D. Cornelisen has been 
appointed sales representative in 
the Michigan territory for Cur- 
tis Lighting, Inc., Chicago. Mr. 
Cornelisen will make his head- 
quarters at 607 Hammond Bldg., 
Detroit, Mich. 

A graduate electrical engineer 
of the University of Illinois, Mr. 
Cornelisen has had fifteen years 
lighting experience as Curtis 
representative in the St. Louis 
and later in the Indiana sales 
territories, manager of the Chi- 
cago sales department, and re- 
cently assistant to the general 
sales manager of the company. 
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P. D. CORNELISEN 


In Detroit, he will be joined 
by David J. Bowden, formerly 
of Ashtabula, Ohio, and both 
men will devote their full time 
to the interests of Curtis Light- 
ing, Inc., in Detroit and the 
lower peninsula of Michigan. 


SHERMAN STOVE MOVES 
OFFICES TO CLEVELAND 


The Sherman Stove Co., in 
order to keep in closer touch with 
production and shipments, has 
transferred its general offices 
from Detroit to the factory at 
2323 E. 67th St., Cleveland, Ohio. 
Wilbur D. Davis, district man- 
ager for Ohio, Kentucky, and 
West Virginia, will also have his 
headquarters at the Cleveland 
address. 


NEW COAST-TO-COAST 
RETAIL STORE 


A Coast-To-Coast store has 
been opened at Boscobel, Wis., 
with a line of hardware, house- 
ware, paints, washing machines, 
sporting goods, and auto sup- 
plies. 


HEYER-JEFFORDS HDWE. 
CHANGES NAME 


The Heyer-Jeffords Hardware 
Co., Fort Atkinson, Wis. has 
changed its name to the Jeffords 
Hardware Co., and reduced the 
number of directors from 4 to 3. 


NORTH-BELL HARDWARE 
OPENS NEW DEPARTMENT 


North-Bell Hardware Co., Elm 
and Griffen Sts., Dallas, Tex., has 
opened a restaurant supply de- 
partment on the mezzanine floor 
of its store. The stock carried 
consists of ranges, steam tables, 
sinks, stools, booths, coffee urns, 
and complete lines of utensils, 
china, glassware and cutlery. A. 
C. Garrett is manager of the de- 





partment, which will also offer 
an engineering service for laying 
out and equipping hotel and 
restaurant kitchens. The expan- 
sion of this and other depart- 
ments has made necessary the 


.| acquisition of an additional 4,000 


square feet in the basement of 
the Texas & Pacific Bldg., in 
which the store is located. 





GEORGE S. GETZ PASSES 


George S. Getz, 47, well-known 
hardware merchant of Kent, 
Ohio, died suddenly at his home 
on Thanksgiving Day. He was 
stricken with a heart attack on 
the night previous while return- 
ing to his home from the Getz 
hardware store, of which he was 
part owner. His widow, a son 
and a daughter survive. 





BOOSTERS XMAS PARTY 


The Hardware Boosters will 
hold their annual Christmas 
Party, Saturday, Dec. 19, at Pon- 
tins Restaurant, 47 Franklin St., 
New York City. M. E. Wyckoff, 
Hardware World, 241 W. 39th 
St., is chairman of the entertain- 
ment committee. 








HUGHES, SECRETARY FOR 
BAY STATE ABRASIVE 


Earl C. Hughes, for the past 
six years assistant sales manager 
of the Norton Co., Worcester, 
Mass., has resigned that office to 
affiliate himself as secretary with 
the Bay State Abrasive Products 





E. C. HUGHES 


Co., Westboro, Mass. He has 
been identified with the Norton 
Co. in various capacities for the 
past 18 years. 








CARBORUNDUM CO. ANNOUNCES 
WINDOW CONTEST WINNERS 


The Carborundum Company, 
Niagara Falls, N. Y., and the 
three judges: Charles J. Heale, 
Editor of Harpware AcE; M. E. 
Wyckoff, eastern manager, Hard- 
ware World and Henry A. Cor- 
nell, retired New York hardware 
dealer, announce the list of 
winners in the recent Carborun- 
dum tool window display con- 
test. 

The prizes were awarded to 
two groups ‘of dealers; those 
doing business in cities of over 
10,000 and those in cities of 
under 10,000 population. In the 
first group, representing dealers 
in the larger cities, the first 
prize of $150.00 went to Bomar- 
Summers Hardware Co., Louis- 
ville, Ky.; Second prize of $75.00 
to M. S. Young & Co., Allen- 
town, Pa.; Third prize of $50.00 
to Morley Bros., Saginaw, Mich., 
and Fourth prize of $25.00 to 
Imperial Valley Hardware Co., 
Long Beach, Calif. Honorable 
mention prizes of $10.00 each 
were awarded to the following 
dealers: 

J. H. Ashdown Hdwe. Co., 
Ltd., Winnipeg, Canada; Colum- 
bus Hdwe. Supplies, Inc., Co- 
lumbus, Ohio; Myron J. Davis 
& Co., Aurora, Ill.; Geo. W. 
Hackett & Sons, Sunbury, Pa.; 





J. M. Kiefer Hdwe. Co., Easton, 
Pa.; Henry Lester Hdwe. Co., 
Inc., Rochester, N. Y.; Pizzano 
Hdwe. Co., Revere, Mass.; 
Railey-Milam Hdwe. Co., Inc., 
Miami, Fla.; Watkins & Rad- 
cliffe Hdwe. Co., Detroit, Mich.; 
Wyant & Barr Hdwe. Co., Park- 
ersburg, W. Va. 


In the second group, repre- 
senting dealers in the cities 
under 10,000 population, the 
first prize of $150.00 went to I. 
E. Swift Co., Houghton, Mich.; 
Second prize of $75.00 to A. C. 
Mason Co., Chippewa Falls, 
Wis’; Third prize of $50.00 to 
H. P. Aikman, Cazenovia, N. Y., 
and fourth prize of $25.00 to 
Bryant & Trott Co., Santa Maria, 
Calif. Honorable mention prizes 
of $10.00 each were awarded to 
the following dealers: 


Ankcorn Hdwe. Co., Palouse, 
Wash.; W. H. Hardison, Lewis- 
burg, Tenn.; Hensley Hdwe. Co., 
West Milwaukee, Wis.; Hickey 
Bros. Co., Ojai, Calif.; Hubbard 
Hdwe. Co., Blytheville, Ark.; 
King City Mercantile Co., King 
City, Calif.; Miller Hdwe. Co., 
Princeton, Ind.; C. H. Robert- 
son, Inc., Freehold, N. J.; Rogers 
Hdwe. Co., Dillon, S. C.; Trau 
Hdwe. Co., Fayette, Mo. 
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TWO LARGE GLASS 
FIRMS MERGE 


Corning Glass Works, Corning, 
N. Y., manufacturer of technical 
glassware, have acquired the 
Macbeth-Evans Glass Co., Pitts- 
burgh, Pa. Negotiations leading 
+ to the purchase have been com- 
pleted and the action has been 
ratified by the boards of directors 
of both companies. Ratification 
by stockholders should be com- 
pleted in time to permit opera- 
tion on the new basis on January 
1, 1937. The two manufacturing 
plants of the Macbeth-Evans 
company at Charleroi, Pa., and 
Elwood, Ind., will be operated as 
divisions of the Corning Glass 
works. 

Commenting upon the transac- 
tion, Amory Houghton, president 
of the Corning Glass works 
stated: “It is logical that the 
Macbeth-Evans Glass Co. and the 
Corning Glass Works should 
have come together at this time. 
This move brings together two 
companies whose research and 
development has been outstand- 
ing in different fields of the glass 
industry. It should do much to 
hasten the advance of glass as a 
material of greatly widened use. 
The current production in the 
two factories of the Macbeth- 
Evans Co. will effectively supple- 
ment the production at the Corn- 
ing Glass Works, carried forward 
in its present six factories. In 
general, policies of production 
and personnel of the Macbeth- 
Evans units will be continued 
precisely as heretofore, these 
units becoming divisions of the 
Corning Glass Works.” 





LEONARD ADDS TO FIELD 
MERCHANDISING STAFF 


Three regional representatives 
of the merchandising division of 
the Leonard Refrigerator Co., 
Detroit, Mich., have been ap- 
pointed to work under the direc- 
tion of E. R. Berkeley, merchan- 
dise manager, with headquarters 
at Detroit. 

W. R. McAllister, whose terri- 
tory will include the southeastern 
district, with headquarters at 
Atlanta, Ga., joins Leonard after 
long experience in musical instru- 
ment and radio merchandising. 
He has served as district manager 
for the Radio Bar Co., Fada, Ra- 
dio Corp., RCA, Brunswick, At- 
water Kent and the Federal 
Radio Corp. Don C. Rulo, ap- 
pointed to the midwestern dis- 
trict with headquarters at Ft. 
Wayne, Ind., was vice-president 
of the Rowlands Halleck Co., 
Toledo, and previously sales man- 
ager of the Home Equipment 
Co., Ft. Wayne, Ind. William J. 
Geiger, appointed to the middle 
Atlantic district, with headquar- 





ters in Philadelphia, was district 
manager for the National Radio 
Corp. and manager of burner 
sales to dealers for the Westing- 
house Home Appliance Co. 





CONVENTION OF PACIFIC 
NORTHWEST ASSN. 


The annual convention and ex- 
hibit of the Pacific Northwest 
Hardware and Implement Asso- 
ciation will be held Feb. 8, 9, 
and 10, 1937, in Spokane, Wash- 
ington, it was announced by Dale 
Strong, secretary, 523, Realty 
Bldg., Spokane. The associa- 
tion’s convention headquarters 
will be at the Davenport Hotel, 
Spokane, while the exhibits and 
business sessions will be held in 
the Armory. The convention 
dates had previously been an- 
nounced as Feb. 8 or 9 to 11. 





RETAIL TRADE’S SHARE 
IN NATIONAL INCOME 


Emphasizing the importance of 
the retailer and the stabilizing 
influence of retail trade in the 
national economy, the American 
Retail Federation pointed out re- 
cently in a study of national in- 
come statistics that retail busi- 
ness maintained a comparatively 
higher level in both income pro- 
duced and income paid out dur- 
ing the depression ‘years than 
business generally. 

Analyses by the Federation, 
based on tabulations in the 
pamphlet, “National Income in 
the United States, 1929-1935,” is- 
sued by the Division of Economic 
Research of the Department of 
Commerce, show that the income 
produced by retail trade reached 
its lowest point in 1932 when it 
was only 50 per cent of 1929. 
Income paid out by retail trade 
was also lowest in 1932, but 
dropped only to 67.7 per cent of 
1929, indicating the extent to 
which retailers used their re- 
serves to meet obligations. The 
Federation’s study shows that 
during the years 1930 to 1934 re- 
tail trade was forced to dip into 
its reserve to the extent of $3,- 
735,000,000. 

Retail trade’s share in both 
the national income produced 
and the national income paid out 
was exactly the same in 1934 as 
in 1929, being 8.7 per cent and 
9.0 per cent, respectively, in both 
years. Income produced by re- 
tail trade totaled $7,078,034,000 
in 1929 and $4,193,427,000 in 
1934, while income paid out by 
retail trade totaled $7,054,113,- 
000 in 1929 and $4,513,858,000 
in 1934. Data on the contribu- 
tion of retail trade to the na- 
tional income are not yet avail- 
able for 1935. 
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’ JOHN W. WATTS 


John Williams Watts, 58, pres- 
ident of the Watts Hardware Co., 
San Antonio, Tex., passed away 
Nov. 10 in a hospital in that city, 
after an illness which had con- 
fined him to the hospital much 
of the time during the past 
eighteen months. 

Mr. Watts began his hardware 
career in 1901, when he became 
associated with the Wilson Hard- 
ware Co., Beaumont, Tex. He 
went to San Antonio in 1913 and 
in 1914 joined the Peden Iron & 
Steel Co., later becoming man- 
ager of its San Antonio store. 
When the Peden company de- 
cided to dispose of that branch, 
several years ago, Mr. Watts and 
several of his associates formed 
a partnership, which for a short 
time was operated as John W. 





JOHN W. WATTS 


Watts, Successor to Peden Co. In 
February, 1933, the newly formed 
partnership was organized into 
what is now known as Watts 
Hardware Co., Inc., Mr. Watts 
serving as president and manager 
until illness forced his retire- 
ment. 

His many friends and business 
associates will keenly feel his 
loss. His widow, two sons, and a 
daughter survive. 


FRANK G. MORLEY 


Frank G. Morley, 44, vice-presi- 
dent and general manager of The 
B. F. Goodrich Rubber Co. of 
Canada, Ltd., Kitchener, Ontario, 
passed away Nov. 27 of a heart 
attack. Mr. Morley joined The 
B. F. Goodrich Co. in Akron, 
Ohio, immediately after his grad- 
uation from college, as a member 
of the accounting department. He 
became a traveling auditor and 
held other posts in the account- 
ing and credit department. 

He was sent to the Canadian 








plant in 1923 in the credit depart- 
ment, and in 1926 was named 
secretary-treasurer of that branch. 
He was appointed vice-president 
and general manager in June, 
1934. His widow, son and a 
daughter survive. 





HENRY MUZZI 


Henry Muzzi, 49, prominent re- 
tail hardware dealer and hotel 
man of Hoboken, N. J., passed 
away recently after an illness of 
three months. He was vice-presi- 
dent of the C. Muzzi Co., dealer 
in hardware, mill supplies, and 
paints and for the past fifteen 
years had been associated with 
the company which his father, 
the late Caesar Muzzi, founded in 
1902. Mr. Muzzi for the past 
eight years had also been active 
in the hotel business, in which 
he was associated with Arthur 
Scheffer at the Meyers Hotel in 
Hoboken. He leaves three sisters 
and a brother, C. Muzzi, head of 
the hardware company. 


EDWIN ACHARD 


Edwin Achard, 46, treasurer of 
the Saginaw Hardware Co., 
Saginaw, Mich., passed away re- 
cently. Mr. Achard has been 
active in the hardware business 
for more than 20 years and in 
that time made many friends in 
the hardware and steel industries. 
He leaves his widow and three 
sons. 


CHARLES W. TOMLINSON 


Charles W. Tomlinson, 64, trea- 
surer of the R. H. Hollingshead 
Co., Camden, N. J., for the past 
33 years, passed away Dec. 2. His 
widow and two sons survive. 





FRANK A. SEBRING 


Frank A. Sebring, 71, pioneer 
pottery manufacturer and co- 
founder of The Sebring Pottery 
Co., Sebring, Ohio, passed away 
recently of a heart ailment at a 
Cleveland hospital. Mr. Sebring 
in conjunction with his four 
brothers also founded the towns 
of Sebring, Ohio, and Sebring, 
Fla. They founded the business 
in 1887 at East Liverpool, Ohio. 
In 1888 they purchased 200 acres 
of swamp land, constructed a 
factory and founded Sebring, 
Ohio, five miles east of Alliance, 
in 1899. Branches of the firm 
were established in Salem, Ohio, 
in 1918 and East Alliance, Ohio, 
in 1922. Other units, subsequent- 
ly sold to other concerns, were 
built at later dates. 
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The Retail Hardware Association of 
Alabama annual convention and exhibit, 
Birmingham, Ala., May, 1937. Exact 
dates for meeting to be later designated. 
J. H. Crowe, secretary, 410 N. 2lst St., 
Birmingham, Ala. 


American Hardware Supply Co. an- 
nual convention, Jan. 25 and 26, 1937. 
Company headquarters, 42 Terminal 
Way, Pittsburgh, Pa. 


The Arkansas Retail Hardware As- 
sociation 37th annual _ convention, 
Marion Hotel, Little Rock, Ark., Feb. 
9 and 10, 1937. George L. Turner, 
secretary, 322 E. Markham St., Little 
Rock, Ark. 


California Retail Hardware Associa- 
tion, 36th annual convention and exhi- 
bition, Hotel Whitcomb, San Francisco, 
Cal., golf meet and skeet shoot, Febru- 
ary 14. Convention sesssions: February 
15 to 17 inclusive, 1937. LeRoy Smith, 
secretary, Room 237, 417 Market St., 
San Francisco. 


Southern California Retail Hardware 
Association, 16th annual convention and 
exhibit tentatively scheduled for Am- 
bassador Hotel Auditorium, Los Angeles, 
Cal., February 23 to 25 inclusive, 1937. 
J. V. Guilfoyle, managing director, 
1126 Rives-Strong Bldg., Los Angeles. 


Connecticut Hardware Association, 
annual convention, Hotel Elton, Wa- 
terbury, Conn., March 3 and 4, 1937. 
Charles F. Freeman, secretary, Bran- 
ford, Conn. : 


The Hardware Association of the 
Carolinas, 33rd annual _ convention, 
Winston-Salem, N. C., at place to be 
later designated, June 8 to 10 inclusive, 
1937. Arthur R. Craig, secretary, 803 
> Trust Bldg., Charlotte, 


Illinois Retail Hardware Association, 
40th annual convention and_ exhibit, 
Peoria, Ill., Feb. 2 and 4, inclusive, 
1937. Sessions and exhibit Peoria State 
Armory. C. G. Gilbert, managing direc- 
- 1155 Merchandise Mart, Chicago, 


Indiana Retail Hardware Association, 
38th annual convention and exhibit, In- 
dianapolis, Ind, Jan. 26 to 29, 1937. 
Headquarters: Lincoln Hotel. Sessions 
and exhibit: Murat Temple. G. F. 
Sheely, managing director, 130 E. 
Washington Bldg., Indianapolis. 


Intermountain Hardware & Imple- 
ment Dealers’ Association convention 
and exposition, The Mosque, Boise, 
Idaho, Jan. 27-29 inclusive, 1937. E. 
Bell, secretary, 211 S. Ninth St., Boise, 
Tdaho. 


Second International Housewares 
Show, The Merchandise Mart, Chicago, 
Ill. Jan. 4-16 inclusive, 1937. Spon- 
sored by The Merchandise Mart. 


Iowa Retail Hardware Association, 


39th annual convention and house 
furnishings show, Feb. 9-12, inclusive, 
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1937, Des Moines, Iowa. Headquarters: 
Savery Hotel. Exhibition: Coliseum 
Bldg., Philip R. Jacobson, secretary- 
treasurer, Mason City, lowa. 


Kentucky Hardware and Implement 
Association, annual convention and ex- 
hibit, Seelbach Hotel, Louisville, Ky., 
Jan. 19 to 21 inclusive, 1937. J. M. 
Stone, secretary, Room 1009, Seelbach 
Hotel, Louisville. 


The Louisiana Retail Hardware & 
Implement Association convention, Alex- 
andria, La., May 17 and 18, 1937. Head- 
quarters hotel to be announced at a 
later date. A. H. Aucoin, executive 
secretary, 336 S. Rampart St., New 
Orleans, La. 


Michigan Retail Hardware Associa- 
tion, annual convention and exhibition, 
Grand Rapids, Mich., Feb. 9 to 12 in- 
clusive, 1937. Exhibition Civic Audi- 
torium. Harold W. Bervig, secretary, 
1112 Olds Tower Bldg., Lansing, Mich. 


Missouri Retail Hardware Associa- 
tion, annual convention and exhibition, 


Jefferson Hotel, St. Louis, Mo., Feb. 16 | 


to 18 inclusive, 1937. Peyton C. Clark, 
secretary, 2861 Gravois Ave., St. Louis. 


Minnesota Retail Hardware Associa- 
tion, 4lst annual convention and exhi- 
bit, St. Paul, Minn., Feb. 23 to 26 in- 
clusive, 1937. Headquarters: Lowry 
Hotel. Sessions and exhibit: St. Paul 
Auditorium. C. J. Christopher, man- 
ager, Nicollet at 24th St., Minneapolis. 


Montana Implement and Hardware 
Association annual convention, Rainbow 
Hotel, Great Falls, Mont., Jan. 21 to 23 
inclusive, 1937. R. M. O’Hearn, secre- 
tary, Townsend, Mont. 


Mountain States Hardware and Im- 
plement Association, 35th annual con- 
vention, Cosmopolitan Hotel, Denver, 
Colo., Jan. 18 to 20 inclusive, 1937. John 
T. Bartlett, secretary, 637 Pine St., 
Boulder Colo. 


National House Furnishings Manu- 
facturers 10th Annual Exhibit, Stevens 
Hotel, Chicago, Ill., Jan. 10-16 inclu- 
sive, 1937. Warren Edwards, secretary, 
228 N. La Salle St., Chicago, Ill. 


Nebraska Retail Hardware Associa- 
tion 36th annual convention and exposi- 
tion, Omaha, Neb., Feb. 2 to 4, inclu- 
sive, 1937. Exposition: Omaha Munici- 
pal Auditorium. Headquarters; Paxton 
Hotel. Edward C. Hermanson, secre- 
tary, 325 Insurance Bldg., Lincoln, Neb. 


New England Hardware Dealers As- 
sociation, 44th annual convention and 
exhibition, Hotel Statler, Boston, Mass., 
March 10 to 12 inclusive, 1937. Guy 
C. Small, secretary, Room 225, 140 Fed- 
eral St., Boston. 


New York China, Glass & Housewares 
Show, sponsored by New York House- 
wares Manufacturers Association, Hotel 
Pennsylvania, New York City, Jan. 24- 
30 inclusive, 1937. Mrs. Flo English, 
secretary, Room 1108, Hotel Pennsyl- 
vania, New York. 





New York State Retail Hardware As- 
sociation, annual convention and expo- 
sition, Rochester, N. Y., Feb. 9 to 11, 
inclusive, 1937. Exposition: National 
Guard Armory, E. Main St. Headquar- 
ters: Hotel Seneca. John B. Foley, sec- 
retary, Hills Bldg., Syracuse, N. Y. 


North Dakota Retail Hardware Asso- 
ciation, 41st annual convention and ex- 
hibit, Minot, N. D. Headquarters: Le- 
Jand-Parker Hotel. Exhibit: Minot 
Armory Feb. 16 to 18 inclusive, 1937. 
Louise J. Thompson, secretary, 21 Clif- 
ford Bldg., Grand Forks N. D. 


North Coast Hardware and Imple- 
ment Association, annual convention, 
Multnomah Hotel, Portland, Ore., Feb. 
10 and 11, 1937. Theo. S. Cov, secre- 
tary, Olympic Hotel, Seattle, Wash. 


Ohio Hardware Association, 43rd an- 
nual convention and exhibition, Colum- 
bus, Ohio, Feb. 16 to 19 inclusive, 1937. 
Headquarters: Deshler-Wallick Hotel. 
Exhibition: Columbus Auditorium. John 
B. Conklin, secretary, 175 S. High St., 
Columbus. 


Oklahoma Hardware and Implement 
Association, 34th annual convention and 
exhibit, Masonic Temple, Oklahoma 
City, Okla., Feb. 2 to 4, inclusive, 1937. 
Charles F. Nelson, secretary, 301 Key 
Bldg., Oklahoma City. 


Pacific Northwest Hardware & Imple- 
ment Association, 32nd annual conven- 
tion and exhibition, Spokane, Wash., 
Feb. 8 to 10, inclusive, 1937. Head- 
quarters: Davenport Hotel. Exhibition 
and business sessions: Armory. Dale 
Strong, secretary, 523 Realty Bldg.. 
Spokane, Wash. 


Panhandle Hardware and Implemen! 
Association, 28th annual conventivn, 
Herring Hotel, Amarillo, Texas, Feb. 8 
and 9, 1937. C. L. Thompson. secretary. 
Canyon, Texas. 

The Pennsylvania & Atlantic Sea- 
board Hardware Association, Inc., an- 
nual convention and exhibition, Pitts- 
burgh, Pa. Feb. 22 to 26 inclusive, 1937 
Headquarters business sessions and ex 
hibition: William Penn Hotel. W 
Glenn Pearce managing director, 400 N. 
Broad St., Philadelphia, Pa. 

South Dakota Retail Hardware Asso- 
ciation, annual convention, Sioux Falls, 
S. D., Jan. 19-21, 1937. Headquarters: 
Sioux Falls Coliseum. C. J. Chris- 
topher, manager-treasurer, Nicollet and 
Twenty-fourth St., Minneapolis, Minn. 

Triple convention of the Southern 
Supply and Machinery Distributors’ 
Assn., the American Supply and Ma- 
chinery Manufacturers’ Assn., and the 
National Supply and Machinery Dis- 
tributors’ Assn., New Peabody Hotel, 
Memphis, Tenn., May 10 to 13 inclusive, 
1937. Secretary, National Association: 
H. R. Rinehart, 505 Arch St., Phil- 
adelphia, Pa. Secretary, American As- 
sociation: R. Kennedy Hanson, 916 
Clark St., Pittsburgh, Pa. Secretary, 
Southern Association: Alvin M. Smith, 
c/o Smith-Courtney Co., Richmond, Va. 

(Continued on page 60) 
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Via 
M Nrevts 


for Retail 
Hordware Stores 


“Clipper” Power Mower 





Has the Worcester Quiet-Mo (spe- 
cial) DeLuxe, rubber tired cutting unit 
with 18 in. ball bearing reel and is 
sturdy, quiet, and easy running. New 


power transmission eliminates all 
clutches and new-type WM _ one-half 
hp. Briggs & Stratton engine provides 
ample power to handle the machine 
under all normal conditions. Trims 
easily in hard-to-get-to places. Weight. 
98 lbs. Cooper Mfg. Co., Marshalltown. 
Iowa. 


True Temper Steel Goods 


The six new construction features of 
the 1937 line of True Temper Steel 
Goods include: a ferrule, which is a 
solid tube of steel, slightly longer and 
much stronger than the strap ferrule 
previously used. It has no rivets to 
come loose or edges to become worn or 
roughened. Said to be practically un- 
breakable in normal use. Common fer- 
rules as used in garden rakes .and simi- 
lar tools, have increased in length to 
% in. to provide additional support for 
the wood handle and increase the 
strength of the tool at point of greatest 
strain. Sockets on hoes have been in- 
creased % in. in length to provide in- 
creased ‘strength and more support for 
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New and Improved Merchandise— 


Display Helps—Sales Literature— 
Window Trims — New Packages 





the wood handle at this point. A new 
special analysis steel is used which the 
company states is 30 per cent stronger 
and tougher than the high carbon steel 
previously used. In place of a paper 
label, the brand is burned in the wood 
as is the catalog number of the tool, to 
facilitate reordering. Each tool will be 
individually wrapped in a heavy green 
craft paper. The American Fork & 
Hoe Co., Cleveland, Ohio. 


Scissors Folder 


“Sharpen Your Own Scissors,” is an 
attractive little black and green folder 


‘describing and illustrating the Edgem 


scissors sharpener. Available from the 
manufacturer, A. & F. Products, I W. 
37th St., New York City. 





Vere 


— New Colors — New Deals — 
(OE Pees oa A ee 





Improved “Lodi” Punch 





For belt and leather workers. Has a 
revolving head equipped with drive 
tubes, offering choice of four or six 
hole sizes. The four-tube model retails 
at 85.; the six-tube, at $1.00. Maker 
states tubes are of hardened, tempered 
steel and will retain their edges under 
long and exacting service. A damaged 
tube may be quickly replaced at a 
trifling cost. Body of punch is of 
bright-finished, pressed steel, _rein- 
forced throughout, but tool is light and 
easy to handle. The Wm. Schollhorn 
Co., New Haven, Conn. 





Lathe Catalog 


Has 24 pages and announces a new 
1937 model 9-inch workshop precision 
lathe. Over 150 illustrations show the 
many new styles, features, and applica- 
tions of the new back-geared, screw 
cutting lathe. The new styles are: the 
adjustable belt tension horizontal mo- 
tor drive; the countershaft drive; the 
underneath belt motor drive; the pedes- 
tal motor drive; the tool room lathe, 
the 9 in.-11 in. swing workshop lathe, 
and the plain type horizontal motor 
drive. The South Bend Lathe Works, 
Technical Service Dept., South Bend, 
Ind. 
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ACRES OF PAINT 


A million and a third homes, just as many 
barns, and countless out-buildings — located in 
the best counties in the best agricultural states 
from coast to coast... more than 500,000 acres 
of outside and inside painting surface ... that’s 
a panorama of Farm Journal’s paint market. 


This is but a mere indication of the huge spend- 
ing power of the market at your door. The a 
Journal farmer has money to spend, and 1937 
promises to be a busy buying year for him, 
and for his family. 


For paint, brushes, furniture, building supplies, 
housefurnishings, utensils, tools, and hardware 
. . - millions of dollars will be spent! What 
brands will Farm Journal families buy? Obvi- 
ously, those they know best, for recent nation- 
wide surveys have proved how thoroughly 
brand conscious they are.* 


Farm Journal is read with intense interest by its 
1% million farm families because “4 - Days- 
from -Writer-to-Reader” service gives Farm 
Journal a timeliness unequalled by any other 
national magazine in the million circulation 
class. For quick, assured advertising response, 
Farm Journa] should be on every national list. 


*For your copy of these surveys or for other 
sales information write on your! eteerhead to— 


FARM JOURNAL 


PHILADELPHIA 
BELIEVED IN FOR 59 YEARS 














Usalite Display Deal 
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No. 2 includes 12 Usalite Silly Sym- 
phony 2-cell broadbeam flashlights com- 
plete with Hand-ee Pak batteries and 
colored discs, listing at 49c. each, and 
24 refill No. 55 Usalite Lok-Top 
Hand-ee Pak batteries in master pack- 
age merchandiser displays with special 
battery tester, to list at 10c. each. 
Total list price, $8.28; dealers’ cost 
complete, $5.52. The Silly Symphony 
flashlights include 4 Donald Duck 
Serenade; 4 Three Little Wolves, and 
4 Silly Symphony Joy-a-teers, litho- 
graphed in bright colors. The red and 
green color discs, free with each light, 
make it possible for children to make 
their own colored lights. Striking win- 
dow streamers and colorful displays 
supplied free. United States Electric 
Mfg. Corp., 222-228 W. 14th St., New 
York City. 


Flame Spreader 





May be attached to any standard 
blow torch and the maker states throws 
a hot, flat flame covering an area of 
four inches, adapting a blow torch for 
burning off paint, removing grease 
from motors, or other operations where 
this type of flame is desirable. Spreader 
is inserted into nozzle of the torch and 
held in position by a set screw. Made 
in sizes to fit burner nozzles having an 
inside diameter of % and % in. List 
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price, $1.00. The Turner Brass Works, 
Sycamore, II]. 


Variable Speed Control 


“Speed Control at Work,” is a book- 
let describing and illustrating the meth- 
ods used by 12 nationally known 
manufacturers in securing complete 
speed adjustability of production ma- 
chines in their plants. It also illus- 
trates and describes the three basic 
units in the complete line of Reeves 
speed control equipment and a number 
of the different designs and controls 
available in that line. Reeves Pulley 
Co., Columbus, Ind. 


Electric Hand Saw 





Model 77—of compact design and 
meker states it provides greater cutting 
speed and better balance. Fitted with 
7 in. blade and cuts 2% in. in wood; 
said to cross-cut 2 in. rough lumber, 
and bevel-cut 2 in. dressed lumber at 
45 degrees. Adjustments for depth and 
bevel cutting are easily and quickly 
made. Blade has a free speed of 3,600 
r.p.m. and is protected by an auto- 
matic spring-operated telescopic guard 
that rotates on bearings. Blower ar- 
rangement built into upper guard keeps 
line of cut free from sawdust. Saw 
is 18 in. long; weighs 15 lbs. Skilsaw, 
Inc., 3310 Elston Ave., Chicago, Il. 





New Process Duplicator 








This Standard New Process Dupli- 
cator uses a fluid process which is direct 
and does not require the use of a 
transfer medium such as gelatin, stencil 
or type. The machine is said to re- 
produce 200 bright legible copies from 
a single original master. By a simple 
block out method, any part of the orig- 
inal can be included or omitted on any 
of the copies, as desired. Machine is 
available in hand or electric models. 
Manual Model W, 9 x 14 in., illus- 
trated above, sells for $185 f.o.b. fac- 
tory. Duplicating Machines Division, 
Standard Mailing Machines Co., Everett, 
Mass. 


New Ilco Night Latch 













No. 222 has improved type strike 
design for easy mounting without cut- 
ting into the door jamb. Furnished 
with 5 pin tumbler cylinder, including 
3 milled nickel silver keys. Has grace- 
ful modern design and is said to be 
extra strong and offer greater security. 
The dealer display panel features four 
locks of the latest Ilco design and is 
modern in appearance and handsomely 
finished. Independent Lock Co., Fitch- 
burg, Mass. 





Easy Washing Machine 





Model 1B incorporates all the fea- 
tures of thorough gentle washing and 
safety wringer. These machines are 
especially styled in white with chro- 
mium trim. Easy Washing Machine 
Corp., Syracuse, N. Y. 
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And that isn't all 
this system 
comes equipped 
with a General 
Electric motor 
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SELLING 1S EASIER WITH THE 


NEW G-E CAPACITOR-MOTOR 


ON YOUR DOMESTIC WATER SYSTEMS 


ALES records show that today the American public is buying better 
merchandise than it did a few years ago—that customers are 
greatly influenced by high quality in their choice of a domestic water 
system. The greater the number of features that the manufacturer and 


the dealer can label “high-quality,” the easier the job of selling. 


Even though the water system you sell has an excellent reputation, 
national surveys indicate that G-E motors will add to its customer 
appeal. General Electric’s high standards of quality are well known, and 
G-E motors have an enviable service record for quiet, dependable 
operation. If your system is equipped with a G-E motor, you will 
encounter less sales resistance, because your customers will have even 
greater conviction that the system will give them the trouble-free 


service they want. 
Can you afford not to 


avail yourself of this add- 
ed sales appeal? 


For further information 
write to General Electric 
Company, Dept. 6C-201, 
Schenectady, New York. 


HELP YOU SELL 








The new and higher prices on wire 
products are becoming familiar to 
the trade. Quotations are very firm, 
f.o.b. Chicago district mills, as fol- 
lows, in less than carload quantities: 


Wire nails, base, per keg $2.50—up 20 cents 

Polished fence staples, #9, 
r keg 3.20—up 20 cents 

Plain annealed fence wire, 


base, per 100 Ibs. 3.15-——up 10 cents 
Galvanized fence wire, 
base, per 100 Ibs. 3.55—up 15 cents 


2 point galvanized (hog) 
barbed wire, per 80 rod 
? 

























spoo 2.55—up 17 cents 
Heavy field and poultry 
fencing, per ton 70.00—-up $3.00 


F.O.B. Pittsburgh mill prices are gen- 
erally about five cents per 100 lb. 
lower than the above. 

* # # 

Building materials are participat- 
ing in the general commodity rise. 
Lumber, whose recovery in demand 
this year has been notable, until af- 
fected lately by the shipping strike, 
has been higher since July, with its 
price index reaching a peak of 84.9 
in September. Firm to slightly high- 
er prices are regarded as likely for 
the immediate future. A 7 to 14 per 
cent increase in the price of clay 
and silica brick was lately announced 
by the refractories, who ascribe the 
mark-up to three wage increases, 
higher materials costs, and increased 
taxation ahead. 

* * a 

A number of advances were made 
at the end of November on screw ma- 
chine products. Wood screws were 








Wire Nails. Galv. Fence Wire 

Plain Annealed Fence Wire 

Polished Fence Staples, No. 9 

Heavy Field & Poultry Fence 

2 pt. Galv. (hog) Barbed Wire 

Clay and Silica Brick 

Lock Sets. Wood Screws 

Machine Screws and Nuts 

Stove Bolts. Turpentine 

Carriage, Machine, Lag and 
Plow Bolts. Heavy Rivets 

Some Light Chains. Firearms 

Some Hammers and Hatchets 

Some Makes of Door Checks, etc. 

Some Makes Key Blanks 

Builders Hardware 

Some Water Well Supplies 

Cast Iron Pipe 


ADVANCES BECOMING EFFECTIVE 

















Small Brass Plumbing Special- 


ties 
Mirrored Bathroom Cabinets 
Plate Glass for Mirrors 
Felt Base Floor Covering 
Bicycle Tires and Tubes 
One Make Handle Bar Grips 
Flexible Armored Cable 
One Make Hand and Electric 
Corn Poppers. Packers Cans 
G.E. Miniature Mazda Lamps 
Several Makes Wooden Ladders 
Stove Pipe Collars, etc. 
Rubber ler Rings 
Light Cordage Lines 
Cotton Filter Discs 
Cotton Gloves and Mittens 
Clawson Snow Guards 
Eaves Trough, etc. 


DECLINES BECOMING EFFECTIVE 


Manila and Sisal Rope 


Linseed Oil 


, ADVANCES BEING ANTICIPATED 


Welded and Weldless Chain 
Mill Run Files. Pipe Wrenches 
Picks, Mattocks, Sledges 

Hand Fire Extinguishers 


Alarm Clocks. Watches 
Asphalt Roofing. Steel Wool 
Stove Pipe, Elbows, etc. 
Paint Brushes 


General Hardware Co. Lines 


raised again, with new and previous 
base discounts comparing as follows: 


Flat head bright, now 57% %, formerly 62% 
Round head blued, now 53%, formerly 57% 
Flat head brass, now71 %, formerly 74% 
Round head brass, now 70 %, formerly 73% 


Machine screws and nuts were ad- 
vanced similarly— 


Steel machine screws, now based at 70 
per cent, formerly 72% per cent 

Brass machine screws, now based at 67% 
per cent, unchanged 

Steel machine screw nuts, now based at 55 
per cent, formerly 60 per cent 

Brass machine screw nuts, now based at 75 
per cent, formerly 77% per cent 


Stove bolts in packages, with nuts 
attached, are up 10 per cent to 7214 





per cent base, with corresponding 
advances on bolts packed in bulk, 
or with nuts separate. 

* * * 


Prices on carriage, machine, lag 
and plow bolts have been advanced 
about 10 per cent, effective at once, 
due to steel and wage increases. 
The new quotations for small lots, 
to the trade, are at 70 per cent dis- 
count for the smaller size range, and 
65-10 per cent for the larger. Case 
lots of a size are quoted 10 per cent 
less. The margin for carload buyers 





HARDWARE AGE 








ig -me toh alate! Mla Meilsil-Molale Moh d-Taal-toloModil-1aMe gol! Maelala-taligehi-) your 
th Atlas as a single source of supply for the many items 
With Atlas, you benefit further through higher 

no wastage due to “‘cripples’’. . . These are 


nt trade- building features of the Atlas Line. 








HERE IS SOMETHING 
YOU WANT 


By E. B. GALLAHER 
Editor, Clover Business Service 
Treasurer, Clover Mfg. Co. 


[— _— TO TELL A MERCHANT 
that he can make more money and serve his 
trade better if he has a good knowledge of the 
article he sells—it’s fundamental. 








@ We used to think that Sandpaper was sand- 
paper, and that was all there was to it—but no 
more. 


@ We used to think that Sandpaper was such 
a small penny business that it was not worth 
bothering about. 








@ Today, the great Coated Abrasive industry 
is selling more than 15 million dollars’ worth 
of abrasive papers and cloths, which are used 
by practically all industries as well as in the 
home. 


@ A knowledge of these Coated Abrasives is 
imperative for the hardware man—but where 
can he get it? 








We have prepared a 
booklet, ““What Are the 
Various Coated Abra- 
sives? What Are Their 
Uses?” Tells the whole 


TACK CORPORATION e--- | ay = yee Se 
FAIRHAVEN, MASSACHUSETTS, U.S. A \\E stand it. 

And it will be sent with- 

out charge to any dealer 

who writes for it. 








CLOVER MFG. CO. 
ATTRACTIVE FLAT-GLUED PACKAGES Norwalk, Conn. 
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COLLECTIONS 


SAN FRANCISCO — The percentage 
of wholesale hardware collections 
during October to the total amount 
due from customers (outstanding) on 
first of month was 51.0 per cent in 
October, 1936, and 43.4 per cent in 
September, 1935. 


DALLAS — The ratio of wholesale 
hardware collections during October 
to accounts and notes outstanding on 
September 30, 1936, was 50.4 per cent. 


MINNEAPOLIS—Wholesale hardware 
accounts and notes receivable on 
October 31 were plus 7 per cent as 
compared with the same month last 
year. 


KANSAS CITY—Wholesale hardware 
accounts collected in October, 1936, 
were plus 11.5 per cent as compared 
in October, 1935. 


ATLANTA—The wholesale hardware 
collection ratio was 51.7 per cent in 
October, 1936; 45.3 per cent in Sep- 
tember, 1936, and 43.9 per cent in Oc- 
tober, 1935. 


CLEVELAND — General wholesale 
collections continue to show improve- 
ment. 


NEW YORK—The per cent of whole- 
sale hardware charge accounts out- 
standing Sept. 30, 1936, collected in 
October was 48.0 per cent in 1936, 
and 48.3 per cent in 1935. 


RICHMOND—The percentage of Oct. 
1, 1936, wholesale hardware receiv- 
ables collected during the month was 
51.7 per cent. 


PHILADELPHIA — The ratio of collec- 
tions to receivables in October, 1936, 
was 55; in September, 1936, was 51, 
and in October, 1935, was 47. 


CHICAGO — The per cent of change 
from October, 1935, on wholesale 
hardware accounts outstanding was 
plus 20.9 per cent and collections 
were plus 23.1, while the ratio of ac- 
= outstanding to net sales was 


ST. LOUIS—Reports relative to col- 
lections during October reflected the 
high averages of the past eighteen 
months. Representative interests re- 
ported on October collections as fol- 
lows: Fair, 36.0 per cent; good, 52.8 
per cent; excellent, 9.8 per cent, and 
poor, 1.4 per cent. 
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and for jobbers has been narrowed 
to a minimum, and the new resale 
prices will perforce be closely fol- 
lowed. Heavy rivet prices have been 
raised 20 cents per 100 pounds by 
some makers. 

* * * 


A decline on rope, both manila 
and sisal, carried prices down again 
on November 20 to levels slightly 
below the drop of a few days pre- 
vious. The present zone 2, or central 
territory, base prices are as follows: 


No. 1 manila, base $0.18% per pound 


No. 2 manila, base -16 per pound 
No. 1 Java sisal, base .13% per pound 
No. 2 sisal, base 12. per pound 


These prices are considered very 
low, particularly on sisal. Competi- 
tion is said to have influenced the 
decline, and current prices are not 
justified by the steady market on 
fiber, nor, of course, by mounting la- 
bor costs. , 
* * * 

On welded and weldless chain, 

heavy specifications are being placed 





Per Cent of Increase or Decrease in 1936 
Wholesale Hardware SALES as Compared 
With Corresponding Months of 1935. 


(National Averages.) 
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Per Cent of Increase or Decrease in 1936 

Wholesale Hardware STOCKS as Compared 

With Corresponding Months of 1935. 
(National Averages.) 








by jobbers, and manufacturers have 
stiffened their prices materially. Con- 
cessions that were available last 
summer are now withdrawn. Ad- 
vances in raw material and labor 
make it appear that an advance is 
justifiable in price, but the leading 
manufacturers wish to follow a con- 
servative course in this respect. Prob- 
ably for the first quarter there will 
be an increase. 


+ #2 


Corbin Screw Corporation ‘and 
others have advanced prices Nov. 19 
on various styles of light chains, in- 
cluding steel and brass jack, safety 
and ladder chain, steel furnace chain 
and sash chain, approximately 10 per 
cent. 

* * * 


Higher prices on hatchets and 
hammers have been placed in effect 
by all leading makers, with a mark- 
up of about 5 per cent on the best 
grades, except fancy patterns and 
plated finishes, which are unchanged. 
There is an advance of about 10 per 
cent on medium quality, and 15 per 
cent on competition quality tools, 
with an increase as much as 20 per 
cent on inexpensive ball pein ham- 
mers. The lowest priced nail ham- 
mer recently available has been with- 
drawn in favor of a quality to cost 
the dealer $4 per dozen minimum. 
Prices of other tool lines are very 
strong, with news reaching the job- 
bers of probable increases soon to be 
announced on files and on pipe 
wrenches. The low prices recently 
ruling on mill run files will probably 
make these the earliest to advance. 
The advanced quotations on picks, 
mattocks and sledges, expected about 
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“1 MADE MONEY WITH GIBSON 
_ IN 1936.....and in 1937 the 

! ' GIBSON FRANCHISE WILL BE 

, MORE VALUABLE THAN EVER” 








YOuR 
JOBBER’S 
CATALOG 





We want you to consider your Worthington 
Catalog one of the most valuable buying 
guides in your store. 





That is why we believe it pays to issue the 
finest catalog that money can buy, and then to 
continue to spend additional large sums an- 
nually to keep it up-to-date. 


At frequent regular intervals we supply each 
one of our Salesmen with enough sets of new 
pages to take care of all the Worthington 
Catalogs on his territory. And we insist that 
he make sure that each one of these catalogs 
is properly posted. 

Consequently you can rely on your Worth- 
ington Catalog to be an extremely accurate 
index of the merchandise which we distribute. 
And by referring to our frequently issued Deal- 
er's Price Guide, you can always tell what this 
merchandise will cost you. 

You will find this combination a great help 
on your mail orders, for which our Salesmen 
receive full credit. And we believe you will 
like the way they are handled. 


BEST WISHES FOR A 
VERY PROSPEROUS 1937 


Tae GEO. WORTHINGTON 
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MODERN DISTRIBUTION FOR MODERN NEEDS” 
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| the new 1937 Gibsons, rather 


| The Gibson franchise natural- 


| in selling an almost trouble- 
| construction and established 


| the Gibson dealership in every 


| There will be just two reasons 


GIBSON & 











































A lot of home appliance sales- 
men are going to see more 
wisdom and profit in selling 


than selling against them. 


ly attracts men with ability, 
aggressiveness and _ business 
judgment who are interested 


free refrigerator of quality 
superior performance. In 1937 


community will be even more 
valuable than it was in 1936. 


for this: 


THE GIBSON PRODUCT — 
THE GIBSON PROGRAM 


THE GIBSON PRODUCT 


The “Plus” Conveniences 
Genuine reasons-for-buying. Only Gibson will have the Magic 
Freez’r Shelf—the most sensational customer persuader ever 
put into any refrigerator. 
Thirteen other real sales-getting features. Some refrigerators 
will have some, some will have others; but only Gibson will 
have all 14! 


The Cabinet Itself 
Sales-producing beauty, plus an exclusive insulation sealing 
process that insures permanent freedom from condensation 
difficulties. 


The Hidden Values 
The famous Hermetically-Sealed Twin-Cylinder MonoUnit 
Compressor. Servicing at an all-time low. A proven economi- 
cal-operation story that will decisively blast all far-fetched 
competitive claims. 


THE GIBSON PROGRAM 


Stripped for action, Gibson’s 1937 sales program will reach 
directly through to the retgil salesman. He will get money- 
making information. He will be aided by effective advertising. 
This program will permeate the selling organization of every 
Gibson distributor and dealer. 


7. 


Gibson invites inquiries from aggressive deal- 
ers and distributors who are interested in 
making money. If your territory is open, we 
will explain your possibilities with us in 1937. 


Only GIBSON will 
Have “ALL 14” 


Freez’r Shelf, Swing-Shelf, Inside Light. 
Ribbon Shelves, Presto Ice Cube Trays, 
Built-In Thermometer, Deep Dessert Tray. 
Defrostajar, Free-Ease Tray Lifter, Presto 
Rubber Grids, Refrigeration While De- 
frosting. Vegetable Freshener, Sliding 
Shelf, Vegetable Compartment. 


ELECTRIC REFRIGERATOR 
CORPORATION 


GREENVILLE, MICHIGAN 


GIBSON FURNISHES A COMPLETE 











Backed by more than 
B 60 years of exclusive re- 
jrigeration experience, Gib- 
son has given refrigerator 
users more new convenien- 
ces and improvements in 

design than any other 
manufacturer. 











LINE OF COMMERCIAL REFRIGERAT 
ING MACHINES For Unwired 
Homes THE GIBSON KEROUNIT 
KEROSENE BURNING REFRIGERATOR 


















this time, have been postponed to 
Jan. 1, on which date a mark-up of 
perhaps 10 per cent is looked for. 


* * * 


A general price increase on lead- 
ing makes and brands of door checks 
and door closers was announced, ef- 
fective about Nov. 25, and averaging 
10 per cent. Screen door checks 
were slightly raised in price by the 
Everedy Company, with no edvance 
on their grilles or door braces. This 
manufacturer has withdrawn freight 
allowances and is now quoting all 
transactions f.o.b. factory. 


* + 


Yale & Towne and others have 
advanced key blanks 10 to 11 per 
cent, effective Nov. 23, the Yale & 
Towne changes covering their groups 
A, DM, E, FM, and H. Some com- 
panies have raised automotive milled 
key blanks as much as 331/3 per 
cent. A general increase on builders’ 
hardware and lock sets was placed in 
effect Dec. 1, averaging 10 per cent, 
with provision by the manufacturers 
that old orders and contracts are sub- 
ject to final shipment during the next 
60 days. Jobbers are informed of 
new schedules soon to be announced 
on brass butts, probably 10 per cent 
higher. 


* + 


Water well supplies were quoted 
about 10 per cent higher in new price 
lists issued Dec. 10 by Youngstown 
Steel Products Company and others. 
Nearly all items were affected, except 
pump leathers and ordinary pump 
cylinders. Slight increases on pitch- 
er spout pumps have again been 
made by some manufacturers, the 
dates and amounts varying, and the 
new prices showing discounts rang- 
ing up to five cents each for the larg- 
est quantity purchases. 


- & <= 


Cast iron pipe was raised $2 per 
ton by sellers in eastern and south- 
ern mill districts, effective late in 
November, with an advance of $3 per 
ton on Class A and gas pipe in cer- 
tain territories. An advance on small 
brass plumbing specialties approxi- 
mating 10 per cent was placed in ef- 
fect on Nov. 15, and an advance on 
brass valves at about the same time 
ranged about 5 to 10 per cent. Old 
quotations have been withdrawn by 
Keystone Brass & Rubber Co. and 
other plumbing supply companies, 
but new prices have not yet been re- 
ported in detail. 


+ + 


Mirrored bathroom cabinets and 
lavatory mirrors have been increased 
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in price about 10 per cent, effective 
Dec. 3, by several makers. The 
strikes which have closed the plants 
of manufacturers of plate glass have 
not only increased the difficulty of 
obtaining supplies, but have ad- 
vanced the cost of plate glass for 


mirrors. 
* * * 


Among manufactured products al- 
fected by the higher costs of brass 
will be hand fire extinguishers, in 
which a considerable weight of met- 
al is involved. Manufacturers of ex- 
tinguishers point out that chemicals 
used in the charging are also higher, 
and jobbers are warned of probable 
advances at or soon after Jan. 1. 


* * * 


Firearms prices have been general- 
ly advanced, effective Dec. 1, and all 
previous concessions, of whatever 
nature, have been withdrawn, with 
old orders due for completion not 
later than Jan. 1. This increase, 
which marks a recovery from the low- 
est price levels for many years, will 
raise automatic guns about 12% per 
cent, repeating shotguns about 10 per 
cent and rifles 5 per cent or less. 


* * * 


On alarm clocks and watches, job- 
bers report a continuing serious 
shortage, with new supplies of many 
popular items not available for many 
weeks, and a scarcity sure to continue 
through the Christmas season. Man- 
ufacturers are hedging against high- 
er costs by issuing notices to the trade 
that orders which cannot be shipped 
before Jan. 1 must be accepted sub- 
ject to price prevailing at time of 
shipment, and with present price 
schedules not guaranteed. 

‘ 


* * * 


The Carthage Mills at Cincinnati 
advanced prices on their felt base 
floor coverings 744 to 10 per cent, 
thereby absorbing a wage increase 
of five cents an hour for plant em- 
ployees. Sales for this year, accord- 
ing to officials, have been the highest 
in the company’s history. 


* x * 


Bicycle tires and tubes were 
marked up, effective about Nov. 25, 
due to the increased costs of rubber, 
fabric and other materials, and of 
labor. All types of bicycle tires have 
advanced ten cents per pair. A lead- 
ing maker of rubber grips for bi- 
cycles, velocipedes and motorcycles 
has also issued price revisions, show- 
ing a slight advance, the first in over 
two years, and ascribed also to higher 
material and-labor scales. 


Flexible armored cable has taken 
an expected mark-up, effective Nov. 
28, with the staple No. 14-2 raised $1 
per 1000 ft., and other sizes advanced 
approximately 10 to 15 per cent. 
Most manufacturers report well- 
filled or oversold order books, and 
it seems certain that the new price 
will be effective promptly and with- 
out exception. 

* * * 


U. S. Manufacturing Corporation 
have raised prices, effective Dec. 12, 
on their hand and electric corn pop- 
pers, issuing notice Dec. 1 of the 
proposed change. The increase was 
due directly to the recently raised 
prices on tinned wire and_ steel 


sheets. 
* * * 


General Electric Company on Nov. 
24 announced a price reduction on 
miniature Mazda lamps, to be in ef- 
fect on Dec. 1. Bulb numbers RP-11 
for auto headlamps, No. 2326 and 
2336 declined ten cents and for No. 
2526 declined five cents. These 
changes follow the long-time trend 
toward reduced prices on lamp bulbs 
of all sorts, as demand and produc- 
tion increase. 

* * - 


Several manufacturers of wood 
ladders have notified their trade of 
mark-ups ranging from 5 to 10 per 
cent, effective Dec. 1, with orders of 
prior date accepted for delivery only 
through January. Competitive step- 
ladders have taken the sharpest 
mark-up, averaging 15 cents per ft. 


oe 


Asphalt roofing quotations have 
remained remarkably steady (for this 
commodity) for several weeks, the 
line being noted in the past for rather 
frequent changes in price or sales 
policy. However, mounting costs on 
dry felt and waterproofing materials 
seem to point to higher quotations af- 
ter Jan. 1. These will probably be 
announced before the rush of demand 
for the spring building and repair 


season. 
* * * 


A sharp recovery was made at the 
end of the selling season now closing, 
on stove pipe, elbows and stove and 
furnace fittings, following a season 
of almost unprecedented price cut- 
ting and low profits. Jobbers hear 
that when quotations for the 1937 
fall season are announced—probably 
soon—the changes will be extremely 
sharp, not only to recover recent 
losses, but to take care of the current 
rise in sheet steel, and in wage scales. 
Advances as high as 20 to 25 per 
cent have already been issued by 
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EETING 


Todays Demand 


for ECONOMY and 
DEPENDABILITY 


STERLING 











Made In Three Styles — 
Each One A Dominant Sales Leader. 


*% HEXAGON .. . An outstanding value —unrolls flat, 
stretches evenly, easy to erect. Rigid and uniform mesh. 
Made in all standard widths. Galvanized before or after 
weaving. 

* COMBINATION .. . Accepted everywhere as a prac- 
tical fabric and a leader against competition. Graduated 
mesh; first six spaces %”, second six spaces 1”, next 
eight spaces 142”, balance 2”. Made in all standard 
widths. Galvanized before or after weaving. 

* STRAIGHT LINE... . Exceptional quality and features. 
Will not sag or pull out of shape. Lock-Twist, non-slipping 
joints. Made in all standard widths. Galvanized before 
or after weaving. 


See your jobber for complete details, 
or write direct to Department 10 


NORTHWESTERN BARB WIRE COMPANY 


STERLING Since 1879 ILLINOIS 




























THE CUSTOMER 
EXPECTS YOU TO 


Tell him 


ANY people come into your store know- 

ing just what they want — and one 

thing they DON’T want is to be SOLD the 
thing they came to BUY. 


But on some items — sash cord, for example 
— MOST customers WELCOME all the in- 
formation you can give them. They rely on 
you for quality in the merchandise they buy. 
They EXPECT you to tell them WHY one 
brand is a better value than another. Most of 
them are GLAD to know WHY Samson Spot 
Sash Cord can be safely forgotten for some 
TWENTY-FIVE YEARS after it’s installed — 
WHY its slightly higher price pays such div- 
idends in trouble-free service. 

That is why we have printed this new book. 
It contains the FACTS your customers EX- 
PECT to get from you — tells you how to sell 
a product that will help you hold the cus- 
tomer’s confidence and good-will. Write for 


DEPT. H 
BOSTON, MASS. 


your copy. 
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This Gun 
With Three Nozzles 
--and-- 

Four Filled Cartridges 


Shipped Express Collect for 


sys 


Pecora Calking Compound is first 
choice of leading architects and build- 
ers. No material is more dependable, 
more satisfactory. The new type High 
Pressure Gun (patent applied for) is 
a great time and material saver. Car- 
tridges filled with approximately one 
quart of Pecora Calking Compound 
can be placed in position for use in a 
few seconds. No fuss, no waste. Send 
in your order today. Special Bulletin 
on request. 





Pecora Paint Company, Ine. 
Lawrence & Venango Sts., Phila., Pa. 
Established 1862 by Smith Bowen 
Member of Producers’ Council, Inc. 





Pecora Sash Putties and 
Pecora Perfect Patching Plaster 
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some manufacturers of collars and 
other fittings. 


* * * 


General Hardware Company, Mil- 
waukee, announced on Nov. 28 a pro- 
posed increase of 10 per cent in all 
prices on their lines of manufacture, 
to be effective Jan. 1. Orders at for- 
mer schedules will be accepted in 
the meantime for spring shipment, 
if fully and definitely specified, and 
with exact shipping dates. 

* * * 


Rubber jar ring prices for the 
1937 season have recently been is- 
sued, showing an advance of three 
cents per gross over last year’s open- 
ing prices, but with a schedule two 
cents per gross below the last change, 
made in October. It is too early for 
the new schedule to have been tested, 
but it seems to be of a nature favor- 
able enough to induce early ordering. 


* x * 


In light cordage lines, jobbers have 
been notified of an increase of 1 cent 
per Ib. on fine India, and of 4% cent 
per lb. on coarse India hemp twine. 
Also 4% cent on unfinished and fin- 
ished jute twines. Small jute tying 
twine has been raised 34 cent per 
lb. A mark-up of about 4 to 5 per 
cent has been put through by manu- 
facturers on some styles of clothes 
lines. Cotton strainer filter discs are 
affected by a widespread shortage of 
cotton gauze, due to sudden and un- 
expected demand which has exceeded 
production facilities. 

* * * 


The advancing trend on cotton 
gloves and mittens, started several 
weeks ago by some manufacturers. 
has continued, and toward the end 
of November practically ull makers 
had come into liné with increases 
of five to ten cents per dozen pairs, 
or an average of perhaps 714 per 
cent. Recently Boss Manufacturing 
Company has announced a second ad- 
vance of similar amount, affecting 
purchasers not under contract. 

* * * 


Makers of eaves trough, conductor 
pipe, and building fittings have had 
to follow the recent price raises on 
sheet steel by a general mark-up av- 
eraging 10 per cent, on both “foot- 
age goods” and accessories. Orders 
at the new prices are now being ac- 
cepted for delivery through the first 
quarter of 1937. The manufacturers 
of Clason snew guards have put 
through slight advances, ascribed to 
increases in overhead and materials. 

oa * * 


Steel wool costs have been affected 
by the recent advances on steel wire, 





and leading manufacturers are warn- 
ing their distributors of advances 
which may soon be necessary. 

* te * 


Paint brush prices, in spite of the 
several advances already made, seem 
due for another increase on January 
1. Bristle, which was sold around 
$1.90 per pound a year ago, is now 
well over $4.00, and scarce even at 
that level. Paint jobbers report an 
advance of four cents per gallon on 
turpentine, effective November 27, 
followed by a two cents decline, ef- 
fective December 4. Linseed oil 
dropped 1% cents per gallon on 
December 4. 

* * * 

Kester Solder Company have bul- 
letined their distributors on Novem- 
ber 23, pointing out that despite 
the recent rises in metals, prices on 
Kester Core solders are unchanged. 
It has been the practice of this com- 
pany not to follow closely either the 
declines or advances in metals, but 
to hold prices as stable as possible. 

x * * 


There has been an adjustment in 
prices of packers’ cans to canning 
companies who are the largest quan- 
tity buyers, and rewriting of con- 
tracts to comply with the Robinson- 
Patman Act, recently announced by 
the American Can Company and 
other leading makers. The changes 
amount to an average reduction of 
8 per cent on large contracts. Small 
lot quotations will not be affected. 


* * * 


The important metals, other than 
steel, have had a quiet period fol- 
lowing their early November in- 
creases. Tin has been steadied some- 
what by the influence of the 
seamen’s strike. Copper is in large 
demand at home and abroad with ex- 
port prices a little higher. Lead, 
whose recent rise was the sharpest, 
has leveled off at the high basis, 
with buying on a less active scale. 
Manufactured lines dependent upon 
these metals are all now higher in 
price than they were 30 to 60 days 
ago. 

* * * 

Christmas trade in the hardware 
stores is proceeding at a lively pace 
of department stere activity, and all 
agree that buying at retail is off to 
the best start since 1929. November 
ended with totals moderately ahead 
of the same month’s 1935 showing. 
though not fully equal to the great 
mark of October. The weeks since 
Thanksgiving, however, have seen 
the real surge of holiday buying, 
with the latest showings reported at 
fully 20 per cent ahead of last year’s 
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NO TERMITES 


in Solarite’s 
Price Structure 





TERMITES — tiny, blind in- 
sects which work under cover 
eating away the wooden sup- 
ports of buildings and leaving 
a mere shell which is apt to 
collapse suddenly. 


Solarite—the Peer of all Cold Water Kalso- 
mines—-is tailor-made for the hardware trade 
in its price structure which takes away every 
advantage of catalog and mail order houses. 


Solarite’s new condensed range of tints—only 
12 colors and white—simplifies stocks. 


Ask your jobber for details of Reardon’s “New 
Deal for Dealers” and write us if he has not 
yet stocked Solarite. Address nearest factory. 


THE REARDON COMPANY 


Second & Clinton Sts., St. Louis, Mo. 


1444 W. 37th St. 526 S. Alameda St. 
Chicago, Ill. Los Angeles, Calif. 





The Peer of All 


Cold Water Kalsomines 
aa ~~ 
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One of the 
display set deals 


Window use. 














Presenting 
Two New Quality Cutlery 
Lines—for Independent Dealers 


Women everywhere wanting better merchandise—particularly in their 
kitchene—sick and tired of cheap, flashy impractical —_—. Inde- 
pendent dealers, also, wanting quality cutlery which their salespeople 
can really SELL! 

Two great needs fully met for the first time by this 61-year-old 
cutlery manufacturer, who now, presents Goodell Certified Cutlery 
— « Hampshire Quality Cutlery, sold through independent dealers, 
only. 


No Lines Like These on the Market! 


Goodell Certified Cutlery is of hardened and tempered stainless 
steel—carbon content over 80%—high chrome content, too—hand- 
ground edge—easily sharpened—long-lived edge. Yet, this line can 
be sold at popular prices! 

Hampshire Quality Cutlery is of carbon and stainless steel—the 
Goodell second line—a quality line within reach of everyone. 


Certified !—and Guaranteed! 


Goodell Certified Cutlery is approved by U. S. Testing Laboratories 
as to quality and practical use—guaranteed by Goodell against any 
defect in material or workmanship—an innovation in Cutlery sell- 
ing! You—and your customers are protected. 


Attractive Introductory Deals Will Be 
Offered By Leading Jobbers 


Write now for name of jobber in your territory who can offer you 
the unusual introductory deals on Goodell and Hampshire Cutlery. 


Here is a REAL opportunity to make real cutlery profit with today’s 
great sweep toward quality cutlery. 


THE GOODELL COMPANY 


General Offices 


ANTRIM - NEW HAMPSHIRE 
New York Office—Room 505, 200 Fifth Ave. 


CUTLERY CUTLERY 
ANTRUM, Mi. i. Arcrmam. nn. 
“It’s Guaranteed” “For Lasting Satisfaction” 





















Goodell 12-piece 


for Counter and 








LUFKIN 


TAPES - RULES 
PRECISION TOOLS 





No. 79AA 
Telescoping 


Gage 


IN A 
NEW SIZE 


5/16 to 1/2 inch 


Made only | 
by [VFM 44 


[UFAIN leads again 
in furnishing the 
mechanic with bet- 
ter tools . 


[UFAIN TOOLS are 
up - to - date, and 


There's a profit for 
you in every sale 


r 


CARRY THEM IN STOCK 
%& SEND FOR CATALOG NO. 7 


THE JUFKIN RULE [0 


SAGINAW. MICHIGAN, U.S.A. 


NEW YORK 
96-110. Lafayette St. 


OF Tal-Yolt-lalat- (oh do) 
WINDSOR, ONTARIO 















rate. For the entire country it is 
estimated that total retail buying 
during this year’s holiday period 
will be about $6,200,000,000. The 
added helpers have been put to work 
earlier, and in greater numbers this 
year, than in any similar season 
since 1929. 


* + 


Wholesalers are working at top 
speed, both in filling orders for 
Christmas goods, and in preparing 
stocks for the imminent outrush of 
spring “futures,” booked for early 
1937 delivery. Buying staffs are 
kept busy posting price changes, 
and filling in the low spots in sup- 
plies and contracts. Many lines, 
though liberally provided for sev- 
eral weeks ago, are becoming over- 
sold, and re-orders are difficult, or 
impossible, to place now at former 
prices. Stocks have been increased 
all along the line, and this year-end 
inventory period will see probably 
the largest backlog on hand since 
former “normal times.” Supplies are 
being built up, not only to antici- 
pate price increases, but to assure 
required needs for the heavier rate 
of ordering in practically all lines 
of trade. In many instances, fears 
are expressed that car shortages this 
winter are likely to cause embar- 
rassing delays. 

* * * 

Manufacturers in the lines most in 
demand are frankly turning away 
new business, and are warning old 
customers of increasingly serious de- 
lays in shipping. Late buyers often 
try to “steal” the preference on ship- 
ments really due to orders of earlier 
standing, and it takes conscientious 
manufacturers and vigilant purchas- 
ing agents as well, to insure a fair 
allotment of supplies where scarcity 


exists. 
* * & 


Aside from textiles, in which the 
situation has been bad for some 
time, the most acute shortage of 
goods is to be found in furniture. 

Strikes in various fields, including 
notably automobile and glass work- 
ers, and the still serious west coast 
shipping tie-up, are also complicat- 
ing the supply problems for buyers 
in many fields. The maritime strike 
has restricted both the shipments 
and the output of lumber, has de- 
layed cotton exports, and has inter- 
fered seriously with deliveries of 
Japanese goods imported for the 
holiday trade. 

* 


” * 


In nearly all the industries, the 
news is becoming common, of rising 
employment totals, wage increases, 
and Christmas bonus distributions. 


The wherewithal for spending is 
thus rapidly reaching a great many 
people, who can now better their 
scale of living and pay their debts. 
The buying power of the factory and 
office worker during 1937 will be 
more nearly in line with the earlier 
improved situation of the farm 


population. 
* * * 


Price trends continue busily up- 
ward, so that now even the most 
conservative industries, whose prices 
are generally held stable, are finding 
the pressure of increased costs and 
overfull order books irresistible. So 
far, the only extreme increases have 
been in recovery from unprofitable 
or losing levels forced by severest 
competition. In general, the mark- 
ups seem to reflect only the actual 
extra outlay for materials and pay- 


rolls. 
* 8 & 


A record volume is being enjoyed 
by the household washing and iron- 
ing machine industry, as indicated 
by shipment figures announced by 
J. R. Bohnen, secretary of the 
American Washing Machine Manu- 
facturers’ Association. Present indi- 
cations are that washer sales in 
units for the full year will top 1935 
by close to 30 per cent and sales of 
ironers also will establish a new 
peak. Household washers and iron- 
ers sold in the first ten months of 
1936 totalled 1,686,761 compared to 
1,557,617 in all 1935. Sales of both 
household devices in October were 
well ahead of October, 1935, the 
washer total, 153,852, being an ad- 
vance of 11.70 per cent and ironers, 
17,394, showing a gain of 24.28 per 
cent over a year ago. 


* * * 


Express traffic in the United 
States showed an increase of about 
13 per cent during October, accord- 
ing to the Railway Express Agency. 
All of the sixteen operating depart- 
ments of the company showed gains 
of from 9.8 per cent to 18.7 per cent. 
The comparisons are based on the 
total number of shipments handled 
in October, 1936. Business for the 
month approximated 13,281,000 
shipments, a gain of over 1,536,000. 
Figures for traffic handled both by 
rail express and air express are in- 
cluded in the survey. 


* * * 


With the heaviest unfilled ton- 
nages on their books since 1929, and 
orders still pouring in except in 
those products for which books have 
been closed at fourth-quarter prices, 
steel companies are exerting all 
pressure to complete shipments of 
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‘ #8 2222224444222 22844424424444242% 
They'll Say: “Merry Christmas!” With Skates 


Saying “Merry Christmas” with skates is just 
another way of saying Union Hardware 
Skates, because Union Hardware Skates al- 
ways means a Merry X’mas to skaters. Their 
dependable quality assures happy days for all 
who use them. 


Why not carry the Christmas spirit right into 
your window displays—Union Hardware Ice 
Skates will carry the “Sales appeal” to every 
prospect. Hockey Skates, Clamp Skates, Fig- 
ure Skates—a complete line for skaters of all 
ages—all sold at popular prices. 


‘ : We, too, will say: “Merry Christmas” to the 
great army of Jobbers and Dealers who invariably help Santa fill his “Skate bag” 
with Union Hardware Skates. Send for Catalog No. 35. It describes the com- 
plete line. 


Please Order HARDWARE COMPANY - *- 
lel No. 524% and 4242 
~~ ee ena or ~ Men’s Screw Clamp Hockey Skates 


Your Jobber TORRINGTON, CONN. All Models 


NEW YORK OFFICE ISI CHAMBERS STREET 


No. 94 “Screw-to-the-Boot”’ 
Figure Skates. Continental pattern. Also No. 
96 similar to No. 94, except Toe Plates are 
te 7 "OE i Model of Nos. 1624, 162412, 17242 detached from front of runner. Highest 
: No. 1562 New Tubular Hockey Skate Men’s Screw Clamp Skates quality. 
£244446444428424442244222224422222424422252% 


COMPARE / 


| The Perfect Shovel Handle 


The cross-section view of an ordinary handle and of 
an Armor-D handle, illustrated at left, clearly shows 
why the Armor-D is a superior handle. 


Note that in the Armor-D the wooden fork extends 
to the top of the handle, encased in an armor of steel 
reenforcing the natural strength of second growth 
Northern Ash The dinary shovel handle is just 
riveted on the end of the handle stem——merely an 
exTension. 

The Armor-D gives protection against weathering 

cking afd splintering. Patented rivct clips lock and 
hold the grip secure. The only grip that wear cannot 
oosen. Specify Armor-D — the most perfect handle 
yet made. 


There is no wobble to an Armor-D 


ARMOR.-D O of Y . ps 
HANDLE HANDLE ASK YOUR JOBBER 


AMES BALDWIN WYOMING CoO. 


PARKERSBURG, W. VA. NORTH EASTON, MASS. 
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USES! 


SELL THE 
MOST VERSATILE TOOL 


It’s a live Christmas item for window 
and store display. Only 2 square feet 
required for Self Demonstrator set. 
Interests every craftsman, mechanic, 
laboratory, industrial and home 
worker. Our national advertising 
directs buyers to you for demonstra- 
tion. 


MODEL 


A whole shop 
full of tools in 
one. For use 4 
at home, in 4 
shoportake / 
to job. Uses 
200 differ- 
ent acces- 
sories— 
grin ds, 


drills, 
carves, 
cuts, 
sands, saws, sharpens, 
engraves. 13,000 r.p.m. 
110 volt A.C. or D.C. 


Retail Price 


$1075. 


A sensation wherever 
used — almost human 
in its smooth, rapid 
response. 25,000r.p.m. 
Fastest and most 
powerful tool for 
its type and 
weight, 12 
ounces. 6” 
long, 15%” 
diameter. A 
constant ser- 
vice tool that 
is a great 
time and 
labor saver. 


Retail 
Price 


$18 °° ...*-.: 
NEW ACCESSORY 


DISPLAY CASE 


Nothing like this glass-top case to interest 
customers and prompt extra buying. Theft- 
proof, rust-proof, dust- 
proof, insuring clean, 
new appearing accesso- 
ries. Complete—92 
varieties of the most 
practical pieces and 
best sellers. For use 
with all high speed 
equipment. Occupies 
only 1% square feet. 
WRITE FOR PRICES AND SPECIAL OFFER ON 
oe, CASE AND SELF DEMONSTRATOR 


CHICAGO WHEEL & MFG. CO. 
1101 W. Monroe Street, Dept. EE, Chicago, II. 








TOOL OF 
























58 


these orders by Jan. 31 so that 
they realize at the earliest possible 
moment the higher prices an- 
nounced for first quarter, .says The 
Iron Age in its Dec. 10 issue. 
Mills have announced that on iden- 
tified construction projects, includ- 
ing railroad equipment, they will 
protect contractors at fourth-quarter 
prices on all jobs quoted on by 
Dec. 31 with the understanding 
that binding steel contracts shall be 
entered into by Jan. 31 and that 
specifications shall be in by March 
31, with rolling and shipment at mill 
convenience. 

Some steel mills have returned to 
their customers sheet orders ten- 
dered at the old prices which they 
could not complete by Jan. 31, 
and in some instances these have 
been sent back by the buyers with 
permission to bill at the new prices. 
The actual refusal of orders by the 
mills is almost unprecedented. Steel 
ingot production this week is esti- 
mated at 761% per cent but it is pos- 
sibly higher in view of the fact that 
actual output in November, at 79.95 
per cent, was several points above 
highest weekly estimates, indicating 
that tonnage records are being made 
at several plants. 

Additional price advances of the 
past week include a $5 a ton in- 
crease on cold-rolled strip, except 
commodity grades and lamp stock, 
which are up $4; cold-finished alloy 
bars, $4; rail steel merchant bars, 
$3; skelp, $2 (by one producer) ; 
car axles, $5 a ton; freight car 
wheels, $1 each; passenger and lo- 
comotive tender wheels, $2 each; 
trolley wheels, about 5 per cent; 
bolts and nuts, about 10 per cent; 
large rivets, $4; silvery pig iron and 
bessemer ferrosilicon, $1.25 a ton; 
fluorspar, $1 a ton. ’ Producers of 
pipe have opened their books for 
first quarter at unchanged prices. 
Pipe, tin plate and reinforcing bars 
are the only important products on 
which no price increases have been 
announced. 

* * x 


Stocks of slab zinc fell 11,365 
tons during November to 57,527 
tons, the lowest supply since Sep- 
tember, 1929, when the surplus 
amounted to 53,856 tons, it is de- 
duced from figures recently released 
by the American Zinc Institute. 
Since shipments of zinc last month 
were 57,107 tons the stocks are 
equivalent to virtually an exact one- 
month supply, which is considered 
very small in the metal industry 
where usually two to three months’ 
stocks are the rule, says The Journal 
of Commerce. 
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Freight car loadings made a less- 
than-seasonal decline in the week 
ended Nov. 28, totaling 679,- 
984 cars, or 13.9 per cent less than 
the preceding week. The loss was 
occasioned partly by the one less 
business day because of the Thanks- 
giving holiday. Compared with last 
year the week’s total represented an 
increase of 18.9 per cent, and a gain 
of 39.3 per cent over the same week 
two years ago. 

* * * 


Electricity production in the holi- 
day week ended Nov. 28 was 
13.7 per cent over the like 1935 
week. All sections of the country 
reported large advances over 1935, 
with the south and central indus- 
trial regions leading. 


* * * 


Bank clearings continued heavy in 
the holiday week ended Dec. 
2, totaling $6,153,176,000 for the 
22 leading cities, a gain of 
13.1 per cent over the corresponding 
1935 figure. All cities outside New 
York showed increases over 1935, 
except New Orleans, San Francisco 
and Seattle. Pittsburgh and Detroit 
made the widest gains. 


Electric Soldering Irons 





Have adjustable, ventilated handles, 
which are removable; compressed cop- 
per tips, accurately machined with 
valve-fit connection with heating heads 
to assure effective heat conduction and 
to protect metal connecting surfaces 
from oxidation and flux corrosion. 
Eight different sizes ranging from 52 
watts with a 7/16 inch tip to 435 watts 
with a 19/16 inch tip. Eaeh is 
equipped with a 6-foot flexible heating 
cord with a cord strain relief, attached 
to convenient terminals. A metal rest- 
ing stand is packed with each tool. 
Operates on either A.C. or D.C. cur- 
rent. The wood display stand, shown, 
is free with order for eight irons and 
one tip for iron No. 360. Irons may 
be removed for inspection. The Stanley 
Rule & Level Plant, New Britain, Conn. 
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REASONS WHY 


You Should Sell 


RICH LADDERS 


SUPERIOR CONSTRUCTION | 


No skimping. No undersized 
rails. 


SAFE 


DURABLE 


A RICH SPRUCE LADDER 
will outlast two or three cheap 
ladders. 


LIGHT WEIGHT 


Spruce is the ideal wood for 
strength and lightness in lad- 
ders. 


SERVICE 


Warehouses in principal cities 
insure 24 hour service. 








See your jobber or write 


The Rich Pump & Ladder Co. 
1028 Depot St. 





Cincinnati, Ohio 


Qwartitry items In 
THe Quaniry LinE OF 








No. 225 
BROAD BUTT 








No. 220 
LOOSE PIN BUTT 


No. 514 
EXTRA HEAVY T HINGE 





Model 860 
LIST PRICE 


$4950 


Complete 
less motor 






Speely at an 








Speedy Paint Sprayers 
Professional type with famous Clean Air 
compressor on steel base, pressure feed in- 


ternal mix spray gun with quart aluminum 
Send for price list, cup. List only $18.50—others $5.00—$14.00. 


DEALERS: 


Autopower sprayers $2.60 and up. No cylin- 
\ . ders, pistons or rings to wear out. Sturdy, 
on electric and auto ofticient, yet low in cost. 


power paint sprayers. W. R. BROWN CORP. 


discounts and details 








5724 Armitage Ave., CHICAGO, ILL. 
I 
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No. 310 
HINGE HASP 








No. 131 
ORNAMENTAL SURFACE 
HINGE ° 


No. 460 
FLEUR DE LIS PATTERN 
_ SURFACE HINGE 


ERIE. PENN SYLVANIA 











AGENTS: 
BOSTON: 113 Purchase St. 


ren St. 
CHICAGO: 162 N. Clinton St. SAN FRANCISCO: 703 Market St. 














| 
| 
NEW YORK: 45 War 
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“Here you are, Sir. See 
that DATE-LINE? That 
proves they’re fresh.” 





“That’s a smart out- 
fit, good people and 
good merchandise.” 





DO THIS — It takes only 
one second to point out 
that “EVEREADY” BATTERY 
Date-Line. 


, ae 
¥ Merry ® 
~— PChristmas ? 
{0 Pou 


fo) 
t) 
By 

As we pause to send you a hearty, personal 
Merry istmas, we look confidently toward 
another new year. In 1937 we celebrate our 
60th Anniversary. To old friends, and new, 
we pledge the best in our products and ser- 
vice that 60 years’ experience has taught us 
to give. 








Thank you for your loyal support which has 
made this a great Columbia year. Merry 
Christmas and a Happy and Prosperous New 


! 
Year! . 


BICYCLES 


THE WESTFIELD MFG. COMPANY 


WESTFIELD, MASS. 
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Model 40 Skil»aw Drill 


Has 4 in. capacity in steel. Classi- 
fied as a special duty tool; for produc- 
tion drilling in light metals and for 
intermittent drilling in steel and cast 
iron. Ball bearings are mounted in 
all positions on armature and spindle. 
Powerful motor has overload capacity 
to insure cool running and longer life. 
Special alloy steel gears, helical cut. 
Motor shaft and spindle are of chrome 
nickel steel, heat treated. Double pole, 
momentary contact type switch with 
lock for continuous operation; enclosed 
in Bakelite. Frame is of light durable 
die-cast aluminum alloy. Length, over- 
all, 12 in.; weight 5% lbs. Suggested 
retail selling price, $28.50. Skilsaw, Inc., 
3310 Elston Ave., Chicago, III. 


Bicycle Instrument Panel 





Contains a clock and speedometer of 
well-known make. Panel can be se- 
cured on factory equipped Columbia 
and Westfield-made bicycles, and is fin- 
ished in two colors to match each 
model. This practical accessory is ex- 
pected to provide a strong selling fea- 
ture for dealers. The Westfield Mfg. 
Co., Westfield, Mass. 


Coming Conventions 


(Continued from page 43) 


Southern Hardware Jobbers’ Associa- 
tion, 47th annual convention jointly 
held with American Hardware Manu- 
facturers’ Association, 74th semi-annual 
convention, Hotel Roosevelt, New Or- 
leans, La., April 19 to 22, inclusive, 
1937. Secretary Manufacturers’ Assn.: 
Chas. F. Rockwell, 342 Madison Ave., 
New York City. Secretary Jobbers’ 
Assn.: T. W. McAllister, 1020 Grant 
Bldg., Atlanta, Ga. 


Southeastern Retail Hardware and 
Implement Association, 23rd annual 
convention and exposition, City Audi- 
torium, Atlanta, Ga., Feb. 9 to 11, in- 
clusive, 1937. H. M. Simmons, secre- 
tary, 922 Atlanta National Bank Bldg., 
Atlanta. 


Texas Hardware and Implement As- 
sociation, 39th annual convention and 
exhibit, Baker Hotel, Dallas, Tex., Jan. 
26 to 28, inclusive, 1937. Dan C. 
Scoates, secretary, College Station, Tex. 


Virginia Retail Hardware Associa- 


' 


tion, annual convention, John Marshall 
Hotel, Richmond, Va., Feb. 16 and 17, 
1937. R. A. Frayser, acting secretary, 
602 East Broad St., Richmond. 


The Western Retail Implement & 
Hardware Association, 48th annual con- 
vention and exhibition, Kansas City, 
Mo., Jan. 19-21, inclusive, 1937. Ses- 
sions and exposition: New Municipal 
Auditorium. Herbert J. Hodge, secre- 
tary-treasurer, Abilene, Kan. 


Wisconsin Retail Hardware Associa- 
tion, 41st annual convention and ex- 
hibit, Auditorium, Milwaukee, Wis.. 
Feb. 2 to 5, inclusive, 1937. George W. 
Kornely, exhibit manager, 3374 N. 
Green Bay Ave., Milwaukee. H. A. 
Lewis, executive secretary, Stevens 
Point, Wis. 


West Virginia Hardware Association, 
annual convention, Fairmont Hotel, 
Fairmont, W. Va., Feb. 11 and 12, 1937. 
H. B. Clower, secretary. Box 127, Oak 
Hill, W. Va. 





Henry Disston & Sons 


(Continued from page 35) 


room and the entire central por- 
tion of the plant was consumed. 
Rebuilding was started immedi- 
ately and in a short time opera- 
tions in all departments were 
resumed. 

On September 26, 1872, plans 
were completed and ground bro- 
ken for the first building on the 
Tacony site—the beginning of the 
present plant. Then in the course 
of time, various buildings were 
erected on this site and depart- 
ment after department was trans- 
ferred to these buildings from the 
Laurel Street plant. The Steel 


Specialties Department was the 
last to be transferred which was 
in 1899. 


* * * 


_ In 1874 Henry Disston designed 
the Skew-back Hand Saw. This 
achievement marked an epoch in 
the manufacture of saws. From 
the earliest times hand saws had 
been made with straight backs. 
Mr. Disston called his chief engi- 
neer, made a sketch of the saw 
on the floor of his office, and as 
a result the Skew-back saw was 


added to the Disston line. This 
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vst HANDY 
PIPE THREADER 


THREADS UP TO %” 













Only threader with genuine 
ARMSTRONG “Kalorized” 
SOLID DIES for pipe, bolt 
and rod. Dies are self start- 
ing—over meanest burr. 
Adjustable Guide elimi- 
nates bushings. Dies 
changed at touch of thumb. 
Integral handles. 


LOW PRICED 


WHAT every home mechanic 
handy man, hobbyist and contrac- 
tor wants. Professional results. Low 
priced, good mark up. DISPLAY IT 
on handsome Display Board—and 
watch the HANDY increase turn- 
over. 


WRITE FOR ATTRACTIVE DEAL—ask your 
Jobber. 


ARMSTRONG wc. co. 
BRIDGEPORT Conn, 














. . Double -Your Profits 
with Double Duty Can 


EAGLE 
2 -in-1 
Gasoline 


and Oil Can 


A fast-moving article for 
your customers who de- 
mand a combination filler 
and storage can. Equipped 
with detachable, flexible 
spout which is clipped to 
top — out of the way, yet 
easily available—when can is being used for storage. 
Other features include the easy-to-open “Handy- 
Grip” Cap and larger filler opening. Seamless welded 
steel body. Guaranteed leak-proof. 
Popular with garages and filling 
stations—or for an auxiliary gas- 
oline or oil supply on trucks. 
Your jobber can give full details. 
Or write to us. 








EAGLE MANUFACTURING CO. 
Wellsburg West Virginia 











DECEMBER 17, 1936 


HOLTITE 
“THREAD- FORMING” qe 


Sheet Metal Screws 


The most efficient , 
method for joining and mak- & 


ing fastenings to sheet metal. gl 
Stock the HOLTITE Line y: 





Sold thru Hardware y 
Jobbers , 





Office & Factory 
NEW’ BEDFORD 


Massachusetts 


WESTERN BRANCH 
6529 Russell Street 


Chattanooga, Tenn 








* To cash in big on the great 
upswing in ironer and 
washer sales choose Horton’s 
complete line. Models to meet 
every need .. . exclusive fea- 
tures to clinch sales... de- 
pendability which protects 
profits. Write now for details. 


HORTON MANUFACTURING COMPANY 
3603 OSAGE STREET, FORT WAYNE, INDIANA 





61 











SELL ONE 


DAZEY..AND YOU 
SELL ALL THREE! 


Amazing How 


*DAZEY WALL BRACKET 


Keeps Customers Coming Back 


WV HENEVER a housewife buys one of the famous 
DAZEY KITCHEN AIDS, she seldom stops until 
she has at least three. That handy bracket on the 
wall constantly reminds her of the other DAZEY de- 
vices and the efficiency of her first purchase makes 
her want them all the more. Thus, the sale of a 
DAZEY Can Opener (A) almost invariably leads later 
to the sale of a DAZEY-SPEEDO SUPER-JUICER (B) 
or a DAZEY SHARPIT (C). And look what splendid 
units of sale at standard minimum resale_ prices; 
DAZEY Se Y "2 Opener @ $1. oe Senior 
Can Ope @ 3° DAZEY Junior Opene 
69¢*—SUPER- sUICER @ $1.75" and “SHARPIT. @ 
$1.50*°. Order from your Jobber NOW! 


* Slightly higher west of Rockies 


DAZEY CHURN & MFG. CO. 


4301 Warne Ave., St. Louis, Mo. 









PROFITS from 
FIRELINE on 
every stove, 
range, furnace 
boiler in your 
community are 
waiting for some- 
one. FIRELINE 
is more than a new product. It is a sen- 
sational new discovery that answers 
everyone’s heating problems, an out- 
standing sales success that has spread 
over the entire country. More than all 
this FIRELINE is your outstanding 
opportunity for profit. 

What it is, what it does, how to sell 
it—prices, discounts, mailing pieces, 
newspaper mats, etc., are all fully de- 
scribed in a free bulletin that’s yours 
on request. Get the facts. Send in the 
coupon today. 


FIRELINE STOVE & FURNACE LINING CO. 
1859L Kingsbury St., Chicago, U.S.A. 
Gentlemen: Send 

© Bulletin described above. 

O) FREE Sample of FIRELINE 
OR eee ey Oe eT eee Ee ETT ee Te 


BOD ccc cecsctcccasess 


smeswet ewe et ewww eH ee 
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was the beginning of the famous 
Disston D-8 Hand Saw. 

In 1875, Horace C., third son 
of Henry Disston was taken into 
the firm. In 1878, William, fourth 
son, was made a partner and in 
1882, Jacob S., the fifth son, 
joined the business in an execu- 
tive capacity. Mr. Jacob S. 
Disston, now retired from activ- 
ity in the company, is the only 
living son of the founder. 

On March 16, 1878, Henry 
Disston died. He was only 59 
years of age, but he had accumu- 
lated a large fortune and estab- 
lished a great industry which 
continued on under the manage- 
ment of the third generation. To- 
day Disston Saws are sold in 
eighty-six nations of the world. 

Upon Henry Disston’s death, 
Hamilton Disston, first son of 
the founder, became president of 
the firm. He was a keen, progres- 
sive executive. Under his manage- 
ment the business expanded mate- 
rially. During his administration, 
in 1886, the firm was incorporated 
and has since been known as 
Henry Disston & Sons, Inc. At 
Hamilton’s death, April 30, 1896, 
William, fourth son of the foun- 
der, succeeded to the presidency, 
and for 19 years directed the 
affairs of the firm with rare abil- 
ity. With the passing of William 
Disston, April 5, 1915, the busi- 
ness passed to the control of the 
founder’s grandsons. Frank Dis- 
ston, son of Albert, and second 
grandson, was first of the third 
generation to become president of 
the firm. His term extended from 
1915 to 1929. Henry Disston, son 
of Hamilton, and first grandson 
of the founder, was made presi- 
dent in 1929. Today the officers 
of the firm are: 


Henry Disston, President 
Frank Disston, Vice President 
William D. Disston, Vice President 
S. Horace Disston, 
Vice President and General Manager 
Jacob S. Disston, Jr., 
Vice President in Charge of Sales 


¥ * * 


September 26, 1922, marked a 
period of exceptional historic in- 
terest in the history of the Disston 
business. This day was the fiftieth 
anniversary of breaking ground 
for the first building of the pres- 
ent factory site at Tacony. A new 
cornerstone was placed in one of 
the first buildings to be erected. 


At this time, the firm enjoyed 
the distinction of having on its 
payroll 54 men who had served 
the company faithfully and well 
for more than fifty years con- 
tinuously. Forty-five of these men 
assembled to witness the corner- 
stone laying. What an impressive 
sight! Forty-five men in one or- 
ganization who had rendered con- 
tinuous service for fifty years or 
more! Men with white hair—all 
of them men whose lives had 
been devoted to doing well the 
thing they knew best how to do. 
Seldom has one the pleasure of 
seeing such a large group of 
veteran, loyal craftsmen. 

The plant today covers 65 
acres, on which are erected 68 
buildings; there are several miles 
of railway sidings. running 
throughout the yards, and con- 
necting with Penna. R. R. System 
and with the company’s wharf 
on the Delaware River. 


* * ¥* 


More than a quarter of a cen- 
tury ago, the Disston Company 
established a branch at Toronto, 
Canada. In 1909 a factory build- 
ing was erected to replace this 
branch and today this plant man- 
ufactures many of the products 
used in Canadian territory. At 
this plant many of the products 
exported to foreign countries are 
made. 

To meet the needs of the great 
lumber interests on the West 
Coast, the company in 1923 re- 
placed its branch at Seattle. 
Washington, with one of the most 
complete and best equipped plants 
on the West Coast. Here the com- 
pany makes the special saws, 
knives, cutter heads, and other 
tools used in the western lumber 
industry. 

To care for the needs of coun- 
tries “down under” on the other 
side of the world, a salesroom was 
established in 1910 at Sydney, 
New South Wales. In 1914, 
“Henry Disston & Sons, Inc. 
(Australia) Ltd.” was established 
under the “Companies Act” of 
New South Wales. Today this 
company occupies a modern two- 
story factory building at Camper- 
down, N. S. W., equipped with 
up-to-date machinery for manu- 
facturing and repairing. 
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~(CHICAGO)~~ 
SPRING HINGES 


Compare the Value 
of 


“Premier Spring Pivot-Hinges 





















alee ae. Type 4001 





It is the value received by your cus- 
tomer, in return for his money, that builds 
goodwill for your business. 

By comparison “Premier” Spring Pivot- 

Hi lue which archi | 
Inges represent a value which architect 
and contractor are quick to recognize. 


Send for New Catalogue No. H-47 


Chicago Spring Hinav Company. 
CHICAGO NEW YORK 















U.S.A. 






DISPLAY BOARDS 
create additional Sales 
by attracting 
Customer Attention 


CORBIN 


Board is furnished 
without charge. 
Only charge made 
is for locks mount- 
ed thereon. 


Size of Display 


Board is 22” High, 
11” Wide, %” 
Thick. 


Lacquered Black 
with Silver Border. 
Pleasing appear- 
ance — nicely dis- 
played—will effect 
quick sales. 


CORBIN CABINET 
LOCK COMPANY 


The American Hardware 
Corporation Successor 
NEW BRITAIN, 
CONN., U.S.A. 


NEW YORK 
CHICAGO 
PHILADELPHIA 











No. 5031 Assortment 
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f Pa 
Manufacture’? Protectiv® pyTTSB 


8: 
ai Office Bulfalo 
Factors BGS Bosto> 4 
Wareho™ 


Check yout suyayaly of 
VICTOR TRAPS 


Higher fur prices... 
a better season 





more 


trappers... 


warrants your pushing traps 
—especially VICTORS. 


Stock the Stop-Loss Traps— 
Victor No. 33, No. 1 VG and 
Jump No. 1 JG. Specially 
designed to prevent animals 
escaping or injuring their 
pelts, Stop-Loss Traps mean 
better pelts and more of them 
for trappers. For you they 
mean increased demand . 
higher profits. 


To meet every trapper’s need, stock the regular Victor 
and Jump models as well. There’s a Victor or Jump 


Trap for every set... for every animal. 


Your jobber can supply you 


ANIMAL TRAP COMPANY 
of AMERICA 


87 Years of Improvement in Trap Making 
LITITZ, PA. NIAGARA FALLS, ONT. 
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The Sign of Good Seeds 


te 
Pe Ccdruce 


Mi Iford 





STOCK 


TURFMAKER 
AND 


TRU-SHADE 


LAWN SEED MIXTURES 


TWO OUTSTANDING 
BLENDS 


Less than 3% Inert Matter 


Less than 3/10 of 1% 
Weed 


NO NOXIOUS WEEDS 


Write for Prices 


F. H. WOODRUFF & SONS 


i ee CONNECTICUT 


TOLEDO, OHIO -- BELLEROSE, 1 ! N.Y 
»>ACRAMENTO, CAL ATLANTA, ¢ 














“ROTABIN” 
ROTATING NAIL BINS 





445 WITH SCALES 
(Upright type) 


Are your customers satisfied? 
Do they get real service? 


Everyone that enters your establish- 
ment is a user of nails. Installing 
“ROTABIN” will assist you in secur- 
ing profitable business. “ROTABIN” 
affords open display, economy of space, 
convenience, accessibility, saving of 
time, steps, nails and money. Enables 
you to give splendid service, speed up 
sales on nails and suggests other large 
profit items. “ROTABIN”’ has many 
exclusive features, offers splendid ad- 
vantages and opportunities. Send for 
Folder. 


THE FRICK-GALLAGHER MFG. CO. 
WELLSTON OHIO 


No. 
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A Correct Inventory 


(Continued from page 21) 


assigned to inventory a designated 
portion of the stock. 

Members of each group should 
work as pairs, with one person 
counting and calling the items to 
be entered with the price data, 
while the second person of each 
team repeats the information for 
accuracy as it is entered on the 
inventory form sheet. In instances 
where the first member of the 
team is counting large quantities, 
his teammate can either assist in 
the counting or utilize the interval 
to making the extensions that will 
be necessary to complete the in- 
ventory records. 

When such items as common 
wood screws, washers, rivets, and 
other similar articles are in bulk, 
or in broken packages, it is ac- 
cepted practice to estimate the 
quantities involved. With few ex- 
ceptions all other items are 
either actually counted, carefully 
weighed, or accurately measured. 

Just as the cost and selling 
prices should be increased in 
keeping with the higher cost of 
replacements, so should deprecia- 
tion be “charged off” in the spe- 
cial space provided on the in- 
ventory sheet for data of this 
character. The depreciation may 
result from the article becoming 
so shopworn as to render it un- 
salable at its original price; the 
item may have become obsolete, 
and lower replacement costs 
might have been brought about 
by keen competition between 
manufacturers, or other causes. 
In any event where the condition 
of the item affects margin or 
salability the resultant deprecia- 
tion must be entered in the in- 
ventory if the result is expected to 
portray the true condition of the 
stock and business. 

It is an excellent idea to iden- 
tify the “white-elephants” and 
“shelf-warmers” encountered in 
making the inventory with some 
special tag or marking which will 
serve to call attention to the de- 
sirability of moving the item at 
the earliest possible moment. 

Some of the actual inventorying 
may be handled by a “skeleton” 


crew of employees working a 


month or so in advance of the 
time when the major portion of 
the job is begun. This crew can 
take the warehouse and surplus 
stocks, as well as those of unsea- 
sonable lines. With each lot of 
goods a slip may be placed which 
will provide all essential informa- 
tion for ready entry on the in- 
ventory form sheets. Any correc- 
tions made necessary by sales or 
the relocation of such merchan- 
dise can easily and quickly be 
made on the slips. 

After making certain that the 
entire stock has been listed the 
sheets should be extended and to- 
taled without delay, and an add- 
ing machine will speed along the 
work. Dealers who do not have 
such machines can usually rent 
them locally and an operator can 
be engaged on a part-time basis 
to carry out the extensions and to 
add up the totals for each sheet, 
which when brought forward at 
the top of each succeeding sheet, 
will reveal the grand total on the 
last sheet of the records, and a 
deduction for losses taken due to 
depreciation, etc., will reveal the 
net inventory. 

The resultant figures should be 
carefully studied and compared 
with those for the preceding year. 
with special attention being given 
to margin, slow moving items and 
other factors of like importance. 

In designing the HarpwarE AGE 
Inventory Record Sheets, as illus- 
trated, six varying forms were 
sent to several thousand hardware 
dealers in all sections of the 
country. These dealers were asked 
to make suggestions and correc- 
tions and to submit ideas and 
advice as to how the proposed 
forms could be improved. Hun- 
dreds of practical recommenda- 
tions were received, and the com- 
bined suggestions were incorpo- 
rated in the design of the final 
form, which may be used as rec- 
ommended—a combination of the 
cost price and retail price meth- 
ods—or used for the retail method 
alone. Each sheet provides for 
the listing of 56 entries, as the 
sheets are printed on both sides 
of a good quality of white paper, 
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WINS 
WITHOUT 
SPURS 
The IMPROVED Stillson — 


See these Features 
of the New Chicago 


PADLOCKS 


DOUBLE LOCKING SHACKLE 
SECURED AT BOTH ENDS 


ONE PIECE CASE . . 
NO BOLTS OR RIVETS 















No workman ever had to put on a cock-fight, with the 
danger of a spur-like slash in his hand from an old- 





fashioned flat spring, when using the IMPROVED | Note sectional views at right. New 
Stillson. Its cone-coil safety springs are safe. Even if | Revolving cam and sliding bolt action 
one does break it can’t cut the user because it is tucked positively locks shackle at both ends, 
out of the way inside the housing. automatically, when lock is closed. Can- 

And this wrench is a fighter. When its heat-treated tool not be compared -” ordinary padlocks 
steel jaws take hold there is no skidding or slipping and in which shackle catches” at one end 
the pipe turns. The handle is heat-treated tool steel also, only. Hardened Steel shackle tested to 
and the frames are of a new heat-treated alloy. It has a withstand tremendous shearing strain. 
handy pipe scale on the hook jaw. Made in Three Sizes. Supplied with 

Dealers find the IMPROVED Stillson bringing new life to double bitted 11 tumbler cylinder or 
their wrench departments. Your jobber can supply you. (in 2 largest sizes) with the famous 


ACE 7 pin tumbler lock with ROUND 
KEYHOLE. Sold at Popular Prices. 
Write today for details. 


CHICAGO 


LOCK COMPANY 
THE RIDGE TOOL CO., ELYRIA, OHIO 2024 N. Racine Ave. Chicago 














SHALLOW 
WELL PUMPS 


Sell Them 
by the set 


DEEP WELL 
PUMPS 


CELLAR 
DRAINERS 





THE GEM “30” aes 
AMAZINGLY QUIET 


| KLARIFIER 

| A Real Value at 564, ~ ae 

| You can sell lower priced Uniflow Shal- DOMESTIC AND 
low Well Systems down to $46.00, but COMMERCIAL 


the advantages of the Gem “30” remain REFRIGERATION 
long after the price is forgotten. 


It’s a 300 gal. per hour pump, mounted WATER 
in rubber over a 30 gal. galvanized COCLERS 
tank, shipped completely assembled in 


Sets of S 11, 17 bits are fur- 
n co cases for oe ee ' MILK COOLERS 
the prt mm of the users. Complete with Quiet Capacitor Motor 


It isn’t hard, Every mechanic needs the entire set in bis work, and it | Air Volume Control Pressure @atas 
resolves itself to 2 question of selling him once or seventeen times. Bring Gauge—Automatic Overload Relay— OOLERS 
out the value of the case, its use in keeping the bits in order and near at | Relief Valve and Automatic Pressure WLERS 

band, preventing loss, ™, Try it. | Swich 








lev ‘ay ats Th yg A 7 Sutive outans So | 7 DRAUGHT BEER 
e} guide \. ey cul outer rim. re surface is H $ ° ) JON C 

at work all the time, no jagged ends; every part of the work is smooth and } Liberal discounts permit aggressive sell- COOLERS 
polished. bore their way through rd, Knotty, efoss grained wood, | ing of Uniflow Products at a good es 
leaving @ smooth hole and clean, polished surface. profit. Write for catalog and proposi- 


tion today. BEER PUMPS 


The Pro ive Manufacturing Co. 
TORRINGTON, CONN, U.S. AP | UNIFLOW MFG. CO., ERIE, PA. 
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Let us send you catalogues. Order through your jobber or direct. 
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SLIPKNOT 


FRICTION 
TAPE 


PLYMOUTH RUBBER COMPANY. Inc 


CANTON, MASS 





Your Seber Has It 


also 
SuipKNoTt CEMENT-ON 


RUBBER SOLES 














by more than 
a million travelers 


No wonder the Benjamin Franklin 
has been approved by more than 
a million visitors to Philadelphia! 
Experienced travelers like its mod- 
ern service and comfort. They ap- 
preciate its convenient location. 
And their budgets approve the rates 
which make it the 
big hotel value 
in Philadelphia. | cijicies for 
1200 rooms and | meetings, 
baths from $3.50. [| from small 


THE conventions. 
BENJAMIN 
FRANKLIN 


SAMUEL EARLEY, Managing Director 


Philadelphia 





Complete fa- 























each side being ruled with 28 
lines. The sheets are 914 inches 
wide by 12 inches high, and are 
punched with two holes for a ring 
binder. The cost price of the 
sheets is $1.25 per hundred, post 


paid. Stiff boarded ring binders, 
especially made for the sheets, 
are also available from HARDWARE 
AcE, 239 W. 39th St., New York 
City, at their cost price of 50 cents 
each. 





Victorian Hardware Club 


(Continued from page 27) 


news of the ciub and its members 
are published in The Hammer 
which carries advertising for 
Australian manufacturers of hard- 
ware and allied lines. The “En- 
quiry Column” outlines in each 
issue the information supplied to 
members of the association and 
to readers of the publication, al- 
though addresses and names of 
those seeking information are not 
included. The column merely in- 
dicates that the names and ad- 
dresses of certain mentioned items 
have been given out by the publi- 
cation. An_ introductory note 
points out that “Readers are in- 
vited to use The Hammer as a 
means of information regarding 
trade matters or in fact anything 
else. We are game to have a stab 
at anything.” 

Originally distributed only to 
members of the club the circula- 
tion of The Hammer was gradu- 
ally increased until it embraced 


all of the “Ironmongers of Vic- 
toria,” having, according to Mr. 
Dempster, “a larger circulation 
than any other purely trade jour- 
nal in the State. It has proven a 
good source of revenue to the 
club, and it is edited and managed 
by the office staff.” 

Of Harpware Ace, Mr. Demp- 
ster says, “We have subscribed to 
your paper for very many years 
... and it is used by our members 
in the reading room. We also do 
you ‘the honor’ of ‘stealing’ an 
occasional article from it for our 
club magazine, with due acknowl- 
edgment, of course.” 

Officers of The Victorian Hard- 
ware Club are: James P. Macneil. 
managing director, Briscoe & Co.. 
Ltd., president; W. B. Ridgeway, 
J. P., Ironmonger, and W. J. At- 
kinson, secretary, The Emu Nail 
Co., vice-presidents; Darius Bish- 
op, secretary, Currie & Richards, 
Pty., Ltd., is treasurer of the or- 
ganization. 





They Tied In With a Contest 


(Continued from page 25) 


‘ 


with the store’s distributor to send 
the manufacturer’s special display 
car. This was used as a last- 
minute reminder and was driven 
all over the town, broadcasting the 
event. In the business section, it 
was particularly successful for it 
attracted the attention of late af- 
ternoon shoppers. The trailer was 
used up to within an hour of pres- 
entation and then parked in front 
of the Armory, where music and 
further announcements were broad- 
cast. 

Inside the car, a complete line 
of washers and ironers was on 
exhibit. The public was invited to 
inspect the models and Mr. and 
Mrs. William Lang of the Isaac 
Walker Hardware Co., Peoria, IIl., 


distributor, were in attendance. 


They demonstrated the machines 
and listed prospects. 

This was followed up with an- 
other complete set-up of washers 
and ironers displayed among a 
floral arrangement on the stage 
of the Armory. 

John T. Butterwick opened the 
program by greeting the audience 
on behalf of the store. During the 
course of the program, the features 
of the various models were ex- 
plained and guests of the evening 
were introduced. These included 
officials of Altorfer Brothers, 
Peoria, Ill., Isaac Walker Hard- 
ware Co. of Peoria, and Garnet 
Butterwick, proprietor of the store. 

To lend further importance and 
prestige to the occasion, Mayor 
Saunders of Kewanee, was induced 
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SUPERIOR 
BRAND 
HARDWARE 
CLOTH 


Copper-Bearing 
Steel 


Standard 


anit mR! | Size Wires 

















It costs no more 
for this quality 
product. 

At your jobber 


G. F. Wright 
Steel & Wire Co. 


WORCESTER, MASS. 


POULTRY NETTING — WIRE 

CLOTH—CHAIN LINK FENCE 

AND GATES—WIRE 

CLOTHES LINES — WIRE 
LATH 














MR. DEALER / 
DO YOU WANT 
PROTECTION ? 
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Rogers Glue is an item which you can 
afford to put real selling effort on be- 
cause the Rogers Sales Policy PRO- 
TECTS you. Rogers Glue is not sold to chain 
stores, group buyers or mail order houses. You 
can build up a business which you won't lose 
when you push Rogers. And Rogers is the kind 
of a glue which brings Repeat Business—Profits 
for You. Made from cod skins, the best raw mate- 
rial known for a liquid fish glue. 

Ask your jobber for full information on Rogers 


Display Offer and Dandy Deal. 
Two Deals. Two Profits! 


ROGERS ISINGLASS & GLUE CO. 
GLOUCESTER MASS. 








ESTABLISHED 
SALES AGENTS 
Want One or Two 
Additional Products 


As successful, established manufacturers’ agents, we 
now contact jobbers, department stores, syndicates 
and other sales outlets over entire country east of 
Rockies. Write, giving details, to either address: 


THE HOUSE OF CRANE 


Indianapolis, Ind. 
New York Office—500 Fifth Ave. 











@ Lovell Power Electric Hand Made Rolis win new 

customers and hold old ones. There’s a neat profit in 

them for you, too. Have 5 outstanding features. 

(1) Foundation rubber. (2) Hard rubber end seal. (3) 

Double cushion. (4) Tough tread. (5) The (guaranteed) 

unbreakable Lovell steel shaft. Ask your jobber. 
Write for copy of new bulletin 25 A. 


LOVELL MANUFACTURING COMPANY « Erie, Pa. 
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Rawsrestos 
Quithe Bilson. 


KINDLER WICKS 


FOR OIL STOVES, RANGE BURNERS 
AND HEATERS 


ISION 

















THEY PULL—CLINCH—HOLD | 





Cadmium Plated—2 Sizes 





SKOTCH FASTENERS 


BEST FOR MAKING ALL 
TYPES OF WOOD JOINTS 


Screens Furniture Toys 
Signs Scenery Boxes 
Glued Joints Repairs 


Manufactured by 
SUPERIOR FASTENER CORP. 
2 6405 Northwest Hy. 

Chicago, Ill. 







Distr. East of 
Mississippi River 


THOMAS PRODUCTS CO. 
15465 Indiana Av. 


DETROIT 
MICH. 








KEY BLANKS 


OF EVERY DESCRIPTION 


a 


Catalogue on Request 


GRAHAM MFG. CO. 


Dept. W. 
Derby, Conn., U.S. A. 








ROCHESTER ADJUSTABLE 
SASH BALANCES 

A product of Guar- 

anteed quality. Real 

profit in handling 





Rechester Sash Balance Co., Ine. 
BRechester, N. Y. 











STREL MORTAR HODS 

Ne dripping onto 

the usev’s back. 

Made entirely of 

steel with wooden 
saddle 





shoulder 
and handle. 


No. 158 26 fork is pressed 
jortar 


Write for prices. 
The Cleveland Wire Spring Ce. 
E. 88th St. and Hamilton Ave. 
* e Cleveland, Ohio ® * 
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to award the prize. In his presen- 
tation he added distinction to the 
affair, by emphasizing the pride 
in having a citizen of Kewanee win 
over thousands of other entries. 
Perhaps one of the most praise- 
worthy points of the entire broad- 


. cast was its complete informality. 


The audience joined “The Hill- 
toppers,” who furnished the en- 
tertainment, in the songs and 
Mayor Saunders and Mrs. Carlson, 
the winner, were persuaded to give 
solo renditions. 





Christmas In New York 


(Continued from page 31) . 


teresting fact that all the beauties 
of ancient times used cosmetics. 
They have been depicted in stone 
by sculptors on the walls of the 
temples, at their toilet. When 
Egyptian tombs have been opened 
there were found cosmetics of the 
noble ladies. They took great 
care of their hair and of their 
complexions. They used lipstick. 
They plucked their eyebrows. Yea, 
verily, as Solomon said: “There 
is nothing new under the sun.” 

The interesting fact that my 
visitor brought out was that a 
study of these cosmetics developed 
the knowledge that the ancients 
used the seeds of certain plants 
in the development of their oils 
and creams. 

So we proceeded to chat about 
ancient Egypt and Arabia. The 
upshot of his visit is that some of 
my lady friends are going to re- 
ceive beautiful jars of the com- 
plexion cream made by _ this 
Arabian chemist, following the 
formula that was used by the 
Queen of Sheba, Cleopatra and 
possibly Helen .of Troy, whose 
beauty the poets tell us “launched 
a thousand ships.” 

My Arabian friend just had one 
trouble. His product was all right. 
He had testimonials from some of 
the leading women in society. But 
he needs one hundred thousand 
dollars to advertise his product. 

Now I happen to have on my 
desk a copy of the “Rubaiyat” by 
Omar Khayyam, in its original 
Persian. I bought the book in 
London at the time of the last 
coronation. At the end of this 
book there is an interesting in- 
scription, which I asked my Ara- 
bian friend to translate. Here is 
the translation: “Gratitude is due 
that this book is finished before 
my life has reached its termina- 
tion.” 


As I read the papers I actually 
grieve over Spain. It was my 
good fortune several years ago 
just after the World War, to make 
a leisurely tour over Spain. I 
entered at Barcelona, went from 
there to Madrid, then to Seville, 
Granada, Toledo and other cities. 
I left from the other side of the 
country, from the well-known 
watering resort of San Sebastian, 
taking a French train at Hendaye, 
a place you have seen mentioned 
frequently in war dispatches. 

The Spaniards are a wonderful 
lot of people. They have good 
manners. They understand the art 
of living. They are romantic and 
sentimental. They have great cour- 
age. What a shame that they are 
not only killing off the flower of 
their nation, but destroying some 
of their great public monuments 
and art treasures. 

One little incident that occurred 
while I was there will give an 
idea of the Spanish character. In 
France and Italy I did not find 
anyone who would not take a tip. 
But one day in Seville a hand- 
some young Spaniard came trot- 
ting by on his little donkey. He 
was a splendid picture of inde- 
pendence and casualness. When 
he stopped for a moment in 
front of us to light a cigarette, 
my daughter, who was with me, 
cried out: “Oh, how I would like 
to take his picture.” I bowed to 
him and motioned toward her 
camera. He smiled brightly, show- 
ing beautiful white teeth and 
nodded his head. She took several 
pictures and when she had fin- 
ished, I reached into my pocket 
and offered him a tip. You should 
have seen the change in his ex- 
pression. I did not understand 
what he said to me in Spanish, 
but it was quite evident that he 


HARDWARE AGE 



















eS yy SS 


sy . 


It’s a sale builder 


Makes it easy to apply Microfyne Pow- 
dered Graphite, lubricant extraordi- 
nary, that will not burn, gum or drip. 
Proof against acids, alkalies, brine. 
Thousands of uses. 


Write for proposition 


JOSEPH DIXON CRUCIBLE CO. 
Dept. CG-40 Jersey City, N. J. 

















Get This 
Big 50e 
Premax 









Green enamel base, red 
turbine head—covers 4 
to 30-ft. circle. No 
wear! Write or wire for 
samples. 


PREMAX SALES DIVISION 
Chisholm-Ryder Company, Ine. 


3801 Highland Ave. Niagara Falls, N. Y. 




















WINTER WEATHER MAKES 
INDOOR REELS A NECESSITY 


4 Bc Retail 


There is a greater demand for nation- 
ally-known Bluebird or Handy Ann 
Indoor Clothes Line Reels right 
now than in any other season because 
they facilitate quick drying of lingerie, 
towels, etc., indoors. 

“A Pattern and Price for Every Whim 

and Purse “ 

A great many wholesalers in the 
United States and Canada carry 
these reels regularly. 


Handy Amm ........cecc0- 29¢ 
PATENT NOVELTY COMPANY 


CLOTHES TUNE Reet 305 Eighth Ave., Fulton, Ill. 

















HAS ALL THESE 


Chit HAM AMON BEACH ssc 














Portable,one-hand 
mixing unit. 




















Advertised in leading 
magazines. Sold on our 
clean-cut profit-protecting 
policy. Order from your 
Jobber. 


HAMILTON = 
Div. o— ws. ° 
Racine, Wis. 
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“THE COMPLETE LINE" 


Sliding Door Hardware. 

Rolling Store Ladders. 
Overhead Conveying Equipment. 
Garage Door Hardware. 
Folding Partition Hardware. 
Fire Door Hardware. 

Overhead Door Hardware. 
Warehouse Door Hardware. 


Since 1888 Coburn Products Have Been Dependable 


COBURN TROLLEY TRACK CO. 
50 CANAL ST. HOLYOKE, MASS. 


& I =GO0A TORCH » 


An outstanding value 



































Here’s a fine-quality torch for the 
man who prefers a fully-enclosed 
burner and a lock-down pump—at 
a popular price. This sturdy tool 
is strongly constructed and _ pro- 
duces a powerful, well-controlled 
flame. The tank is finished in 
highly polished brass. Other low- 
priced torches for the occasional 


user are C & L 800 and C & L 158A. 


Write for descriptive folder to the 


CLAYTON & LAMBERT MFG. CO. 
DETROIT, MICHIGAN 
Makers of world’s largest selling firepots. 


HEX POULTRY NETTING 





the name COrtland 


signifies o “standard of quolity” of straight line and grad- 
vated nettings which for 60 years has meant satisfaction 
to the user with profit to the dealer. . . . Ask your jobber. 


WIRE - WIRE CLOTH - POULTRY NETTING - HARDWARE CLOTH - WIRE NAILS 


WICKWIRE BROTHERS 


CG fe em MM Es E W mms & 











A rene adjusted, sturdily con- 
structed wrench for all general use. The 
Handle, Frame and Bolster are made 
into one piece and powerfully braced. 
Every part is perfectly case-hardened 
to withstand the severest wrench ser- 


vice. 6 popular selling sizes: 6 to 21 ins. 


Ask your Jobber TRADE 
BEMIS & CALL CO. ba’ 
SPRINGFIELD, MASS. MARK 


























Horse & Mule 
Shoes 





Hand puddiled 
bar iron and & 
iron rivets ¥ f 
THE BURDEN IRON COMPANY 
Established 1809 
TROY, N.Y. 











TROW BRIDGE 


GRAFTING -WAX 


GRAFTING WV 





The leading hand or brush wax for grafting and 
after trimming of all fruit, ornamental trees, shrubs 
and vines. This has been one of the fastest sell- 
ing side-lines since 1850. Put up in convenient 
1 lb., % Ib. and % Ib. shelf display packages. A 
PROFITABLE SELLER WITH A READY MARKET. 


Mfd. By 
WALTER E. CLARK & SON 
Box 10 


Milford Conn, 














Changes 


New products and new 
trade names are constantly 
being added to the listings 
for the next Directory 
Number of HARDWARE 
AGE. 


Therefore, if you do not 
find in the current issue of 
the Directory Number the 
product you are interested 
in, write to the “Who 
Makes It” Editor. He'll be 
glad to serve you. 


HARDWARE AGE 


239 West 39th St., New York City 
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scorned my tip and hated me for 
offering it. However, having 
crushed me, he made a low bow 
to my daughter, and again smil- 
ing, trotted off on his donkey. This 
was just a small incident, but from 
it you can get an idea of the pride 
of the Spaniard. 

We had a guide on this trip in 
Spain, and I think he must have 
been a Communist, because as I 
remember our conversations, he 
was constantly attacking the gov- 
ernment. He said that Spain was 
being held down by the nobility 
who did no work but who lived off 
the people. He told us some of 
these noble families who drew 
regular incomes from the govern- 
ment for doing nothing, even sent 
their servants to collect their 
monthly stipend. He was also very 
much opposed to the Catholic 
church. He referred to all their 
rich lands in Spain and their 
great accumulation of treasure. 
All of this, he said, came from 
the hard-working, down-trodden 
people. Then he predicted that a 
revolution was on the way, and 
the people some day would come 
into their own. I have wondered 
what became of him. I wonder 
if he has been in all this fighting. 

In Madrid, in the Prado, there 
is one of the greatest art collec- 
tions in the world. Pictures by a 
long line of Spanish and foreign 
painters are there, such as Velas- 
quez, Goya, El Greco, etc. There 
are two very interesting pictures 


hung side by side in the Prado. 
One of them is that of a very 
beauiiful woman, entirely nude, 
lying on a couch. The other is of 
the same woman, the background 
entirely the same, lying on the 
couch, fully dressed. These pic- 
tures were always the center of 
attraction in the gallery. They are 
pictures of the Duchess of Alba, 
and here is the story: 

The great artist Goya, in hig 
studio, was painting the Duchess, 
in the nude. One of her servants, 
in order to get even with her for 
some slight, told the Duke. The 
Duke, as a result, decided to make 
a surprise visit on Goya the fol- 
lowing day, with the idea of get- 
ting a look at the picture. How- 
ever, another servant, a friend of 
Goya, warned him in advance. 
Goya worked all night and painted; 
the second picture of the Duchess. 
fully clothed. The nude was re- 
moved from the room and when, 
the Duke called the next day, 
Goya met him at the door, took 
him inside and showed him the. 
picture. The Duke was, of course, 
very much relieved and delighted, 
and did not take the trouble to, 
see whether the paint on this pic- 
ture was dry or not. 

Goya, the Duke and the Duchess. 
have all passed on to their reward 
long since, but these two pictures_ 
still hang in the Prado. I sincere- 
ly hope and pray that no airplane. 
has dropped a bomb on the Prado. 








At the Eastern States Exposition, held recently in the Industrial Arts Building, 
Boston, Mass., the Boston Woven Hose & Rubber Co, of that city successfully 
attracted spectators to its display of Good Luck Jar Rubbers by daily demon-_ 
strations. In conjunction, the Hazel-Atlas Glass €o,, Wheeling, W. Va., also 
demonstrated and displayed its fruit and preserying jars. 
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STAR HEEL PLATES 


are outstanding profit makers. Lasting qual- 
ity and steady repeat sales make them worth 


































| handling. 
yeneeeeTany 
vn a eee C % One-quar- 
and sell. ter gross 
Nine sizes pairs in 
to fit ALL hee Saba 
sises of by Leading 
— Jobbers. 





Send for Samples and Prices 


STAR HEEL PLATE CO. 
Newark N. J. 





WESTERN AVENUE at 22nd PLACE. ... . CHICAGO 


1328 Broadway, New York 


Marbridge Bidg.. 




























—skyrockets the 
housewares sales 


+ For just about a $10 bill 
you're into this new field of 
full-profit chrome cooking 
utensils. Fastest selling 
line in housewares. A deal 
that includes everything you 
need for a quick-acting win- 
dow or counter display. Get 
your share of the harvest 
now while demand is at its 
height. Order this Speedy- 
Clean Deal from your job- 
ber—or write us direct for 
details. But—act today. 


and you offer 
the finest! 


3 Master Jock (ompany 18 Speedy NS. alt 

we y etd Mc nts Da ak . FTI Jlean chrome 

Uorlda Largest oxckubwe /adkock anugpaclune yy etouatie that nieer aa ‘The AugHWwaAbe? Co: 
MILWAUKEE. WIS.. U.S.A. need scouring—all for 3 if 

about a 10 spot. Over FREDERICK © MARYLAND 

60% mark-up. 
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OF SATISFIED 
MILLION CUSTOMERS 


Rubyfluid nationally known soldering 


CORE SOLDER prodicts assure perfect soldering re- 
sults and are in constant demand by 

FLUX & PASTE millions of satisfied users. Furnished 
a in attractive new 3 color lithographed 


containers and_ self-selling cartons. 
Write today for 


FREE SAMPLE 
RUBY CHEMICAL CO. 


58 McDowell St. Columbus, Ohio 
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Here are 30 More Answers to the Question: 


“WHO MAKES | 


Information regarding sources of supply as pro- 
vided readers of Hardware Age by the “Who Makes 
It?” editor is here presented as an aid to others in 
the trade who may be seeking the same articles. 


The inquiries reproduced have been 


lected bh 





of their general interest to hardware merchants and 
buyers. This editorial feature in each issue supple- 
ments the service rendered by the “Who Makes It?” 
issue published on August 27, 1936. When writing to 
the firms mentioned, state that you saw the product 
listed in Hardware Age “Who Makes Itt” section or 


Coleman, Tex.: Who makes the 
Cleremont wood and coal range?— 
Gray Mercantile Co. 

ANSWER: Gem City Stove Co., 
Dayton, Ohio. 
* * * 

Calgary, Canada: Advise if the 
C. E. Jennings Co. is still in busi- 
ness.—The J. H. Ashdown Hardware 
Co. 

ANSWER: This company has 
been succeeded by the Arrow Head 
Tool Corp., Tracy, Conn. 

* * * 

Plymouth, Mass.: Where can we 
buy reed hooks as used by weavers 
in woolen and worsted mills?—John 
E. Jordan Co. 

ANSWER: Mark Abbott, Fall 
River, Mass.; Ed. Parkinson Mfg. 
Co., 308 Dexter St., Providence, R. 
I., and I. A. Hall & Co., Paterson, 
N. J. 

* * * 

New Caanan, Conn.: Furnish 
name and address of the Boston firm 
that manufactures hand-painted 
andirons in the forms of soldiers and 
other figures—The Silliman Hard- 
ware Co. 

ANSWER: S. M. Howes Co., 40 
Union St., Boston, Mass. 

* * * 

Miami, Fla.: Who makes Palmet- 
to hydraulic packing? — Phillips 
Hardware Co. 

ANSWER: Greene Tweed & Co., 
109 Duane St., New York City. 


ee @ 


Greensburg, Pa.; Who makes T 
slot bolts marked “CAD patented”? 
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These bolts are used on the table of 
metal working machines. — West- 
moreland Hardware Co. 

ANSWER: Standard Shop Equip- 
ment Co., 82nd & Tinicum Ave., 
Philadelphia, Pa. 

* * * 

Philadelphia, Pa.: Who makes 
(1) a small snow plow which can be 
used on the front of a light motor 
truck, and (2) an ice scraper or 
planer such as are used for smooth- 
ing the ice on lakes.—Murta, Apple- 
ton & Co. 

ANSWER: (1) Carl H. Funk, 
214 Webb St. Clayton, N. Y., and 
Good Roads Machinery Corp., 1934 
Kitt Road, Kennett Square, Pa. (2) 
R. Steel & Sons, Inc.,'41-25 Vernon 
Blvd., Long Island City, New York. 

* * * 

Easton, Pa.: Furnish address of 
the R. L. Carter Co., manufacturers 
of electric tools, formerly of 
Phoenix, N. Y.—A. H. J. Miller. 

ANSWER: New Britain, Conn. 


oo @& © 


Laceyville, Pa.: Provide name and 
address of the manufacturer of the 
kerosene motor car engine heater 
for use in unheated garages, as illus- 
traded and described in a recent is- 
sue of Harpware AcE, which we 
have since misplaced. — Whipple 
Bros., Inc. 

ANSWER: Bridgeport Thermo- 
stat Co., Inc., 1225 Connecticut Ave. 
Bridgeport, Conn. 

* * * 

Elvins, Mo.: Supply address of 

the National Enameling & Stamping 


Co., makers of Nesco products.— 
Evans Hardware. 

ANSWER: 270 N. 12th St., Mil- 
waukee, Wis. 

* & & 

Fogds, N. J.: Who makes an elec- 
tric aluminum percolater bearing 
the letter A in a circle as a trade- 
mark?—A. F. Thompson Hardware. 

ANSWER: Aluminum Goods 
Mfg. Co., whose New York City 
office is located at 200 Fifth Ave. 


ese ©& ¢ 


Philadelphia, Pa.: Who makes the 
Welsh water filter?—Edw. K. Tryon 
Co. 

ANSWER: Wm. Welsh, 2733 
Arbor Ave., Cincinnati, Ohio. 

* * * 

New Bedford, Mass..: Provide 
address of the manufacturer of the 
O.K. portable electric trimmer.— 
T. J. Moriarty. 

ANSWER: The Orr Co., (Not 
Inc.) , 9837 Hoyne Ave., Chicago, III. 


* + 


Shaker Heights, Ohio: Who 
makes Dunham radiator valves?— 
The Shaker Heights Hardware Co. 

ANSWER: C. A. Dunham Co., 
450 E. Ohio St., Chicago, Ii. 


* * * 

Detroit, Mich.: Who makes John- 
son’s cleaner for upholstery, etc?— 
Eric Fromm, Inc. 

ANSWER: Johnson Products Co., 
37 Franklin St., Buffalo, N. Y. 

* * * 

Brooklyn, N. Y.: Provide name 

and address of the manufacturer of 
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Wipe-On varnish—Chas. H. Chap- 
man, Hardware. 

ANSWER: Wipe-On Corp., 14 
Hopkins St., Brooklyn, N. Y. 


os ¢& 


Hammonton, N. J.: Furnish name 
and address of the manufacturer of 
Everite water systems.—Rice Hard- 
ware Co. 

ANSWER: Everite 
Lancaster, Pa. 

* * * 

Saranac Lake, N. Y.: Who makes 
Silvertone silver polish in 5-lb. 
pails?—Walton & Tousley, Inc. 

ANSWER: Silvertone Co., 1215 
Republic St., Peoria, Ill. 

* * * 


Hawley, Pa.: Who makes the 
Rotarex washing machine? — Wil- 
liam S. Watts, Est. 

ANSWER: Apex Electrical Mfg. 
Co., 1100 E. 52nd St., Cleveland, 
Ohio. 


Pump Co., 





* * * 


_ Ardmore, Okla.: Where can ad- 
justable dress forms be purchased? 
—New State Hardware Co. 

ANSWER: L. & M. Adjustable 
Dress Form Co., 2 Wallabout St.. 
Brooklyn, N. Y., and Heagany Mfg. 
Co., 1121 Washington Blvd., Chi- 
cago, Ill. : 





* # 





Fairbury, [ll.: Where can repairs 
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for Winsdor DeLuxe washing ma- 
chines be made?—Walton Dept. 
Store. 

ANSWER: Try—Re-New Sweeper 
Co., 9591 Grand River Ave., De- 
troit, Mich., and Uron Industries, 
Inc., 1219 W. Sixth St., Cleveland, 
Ohio. 


+ + 


Buffalo, Ky.: Who makes the 
American Call inter-communicating 
public address system which may be 
plugged into a light socket?—E. S. 
Ferrill & Son. 

ANSWER: Miles Reproducer Co., 
114 W. 14th St., New York City. 


* * *% 


Sistersville, W. Va.: Who makes 
the Essex double barrelled shot 
gun?—Durham Hardware Co. 

ANSWER: This is a_ special 
brand of the Belknap Hardware & 
Mfg. Co., Louisville, Ky. 


* * * 


Lakeville, Conn.: Who makes the 
Klenzair air conditioner? — Com- 
munity Service, Inc. 

ANSWER: Swartzbaugh Mfg. Co.., 
1336 W. Bancroft St., Toledo, Ohio, 
who maintain a New York City 
office at 200 Fifth Ave. 


Se & @ 


Bradford, Pa.: Who makes Mar- 
quisette tissue?—-Bovaird & Co. 








The “Who Makes It’’ issue of Hardware Age enables you to quickly locate sources of 


supply and helps you answer many questions regarding brand names, products, etc. 


ANSWER: Venida Hair Net Cv.. 

119 W. 40th St., New York City. 
* * * 

Spencer, Ohio: Who makes the 
Gas Mascot gas range? — Spencer 
Hardware. 

ANSWER: Mascot Stove Mfg. 
Co., Chattanooga, Tenn. 

* * * 


Uvalde, Tex.: Where can Syra- 
cuse china be _ purchased? — L. 
Schwartz Co. 

ANSWER: Onondaga Pottery Co., 
Syracuse, N. Y. 

* * * 


Haverhill, Mass.: Who makes 
Dolber storm window hangers?— 
Haverhill Hardware & Plumbing 
Supply Co., Inc. 

ANSWER: Walter W. Woodruff 
& Son Co., Mt. Carmel, Conn. 

* & & 

Philadelphia, Pa.: Who makes 
Sterling aluminum levels?—Edw. K. 
Tryon Co. 

ANSWER: Peerless Level & Tool 
Co., Sterling, Ill. 


+ + ** 


Duryea, Pa.: Furnish name and 
address of the manufacturer or dis- 
tributor of Packard electric razors. 
—J. Kurlancheek. 

ANSWER: Progress Corp., 521 
Fifth Ave., New York City. 
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Positions Wanted Advertisements 


at special rate of one cent a word, mini- 
mum 50 cents per insertion. 


All Other Classifications 
Set Solid, Maximum of 50 words... .$3.00 
06 


Each additional word............ e 
All Capitals, Maximum of 50 words.. 4.00 
Each additional word............ 06 
Allow Seven Words for Keyed Address 
Boxed Display Rates 
B Qmahe cccccccccccccccscesocesees $5.00 
Each additional inch..........++.+ 4.00 





Use this section to reach Hardware Manufacturers, Manufacturers’ Agents, 
Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 


e CLASSIFIED ADVERT 





ING R 


Discounts for Consecutive Insertions 
4 insertions, 10% off; 8 insertions 15% off. 
Due to the special rate, these discounts do 
net apply on Positions Wanted Advertise- 
ments 


——s * — 
REMITTANCE MUST ACCOMPANY ORDER 
Send check or money order, 
not currency. 
—~e— 
HARDWARE AGE is published every other 


Thursday. Classified forms close 13 days 
previous to date of publication. 
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NOTE 


Samples of Literature, Mer- 
chandise, Catalogs, etc., will 
not be forwarded. 
== @ = 
Address your correspondence and replies to 
HARDWARE AGE 
Classified Opportunities Dept. 

239 West 39th St., New York City 








BUSINESS OPPORTUNITIES 


SALES REPRESENTATIVES WANTED 


SALES REPRESENTATIVES WANTED 








SPECIAL OFFER 
5,000 634 Envelopes or 
5,000 8!/xI11 Letterheads 
$9.50. Cash or C.0.D. Postpaid. 
This offer expires Jan. 10, 1937. 


Mayfield Printing Co., Mayfield, Ky. 








TO SALESMAN 

now calling on 
HARDWARE, VARIETY AND GENERAL STORES, 
we offer a good staple side line of 10¢ 
and 25¢ paints on commission basis. 
Write, advising territory covered. 
Address Box C-35!, care of HARDWARE AGE, 

239 W. 39th St., N. Y. City. 











HARDWARE MAN SEEKS LARGE STORE 
with small amount of stock; if you are contemplat- 
ing retiring, due to old age, illness, or want to 
make a change, I should like to hear from you; 
city or county within 50 miles of New York City. 
Address Box C-346, care of Harpware Ace, 239 
W. 39th St., N. Y. City. 


FOR SALE—HARDWARE STOCK, TO settle 
estate. Inventory about $15,000. Corner location. 
Established over forty years. Westérn Missouri 
County Seat Town. Population over 25,000. Two- 
story large brick building and basement; office 
rooms above. Best location available in this pros- 
perous city. Will sell or lease building. Address 
Box C-347, care of Harpware Ace, 239 W. 39th 
Se... H. ¥. Cite. 


TO ENGAGE IN OTHER LINES, will sell 
hardware business in Georgia town of 60,000 popu- 
lation and with best trade territory in the entire 
Southeast. Established twenty years selling gen- 
eral hardware, wholesale and retail. Will sell 
whole or in part, to exclude builders’ hardware, 
to suit purchaser. Address Box C-357, care of 
Harpware Ace, 239 W. 39th St., N. Y. City. 

FOR SALE—LONG ESTABLISHED HARD- 
WARE business on main thoroughfare central 
business district, Brooklyn, N. Y. Well-varied 
stock; inventory $50,000. Modern steel and cab- 
inet fixtures cost $16,000. A complete and well- 
arranged plant for operation. Valuable good- 
will included in sale. Death of proprietor is only 
reason for sale of going business. Address Box 
C-367, care of Harpware Ace, 239 W. 39th 
St., N. Y. City. 


MANUFACTURERS: YOU CAN NOW 
HAVE a permanent sales display office in the 
great Chicago Market, together with sales ser- 
vice, monthly advertising and publicity to 5,000 
buyers through the United Buyers News at a 
minimum of expense to you. The United Manu- 
facturers Mart in the La Salle Hotel is fully 
equipped and established to represent you in these 
capacities. Perfectly located for convenience and 
comfort to buyers, the Mart is rendering a valu- 
able merchandising service to manufacturers in 
this area. Write for further information to— 
United Manufacturers Mart, General Merchan- 
dise Division, La Salle Hotel, Chicago, Illinois. 


SALES REPRESENTATIVES WANTED 


_HARDWARE AND BUILDING SUPPLY 
SALESMAN, by an old reliable hardware and 
supply house. Man with following and good con- 
tacts. Drawing account, commission, and bonus. 
Good opportunity. Address Box C-354, care of 
Harpware Ace, 239 W. 39th St., N. Y. City. 
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WINDOW GLASS SALESMAN WANTED. 
EXPERIENCED. Good quality, low prices, ship- 
ment anywhere. Address—T. J. Atcheson Glass 
Company, Buffalo, N. Y. 


SALESMAN TO CALL ON HARDWARE 
trade in New York City, five boroughs, some 
knowledge of builders’ hardware and general hard- 
ware necessary. Commission. Christian. Ad- 
dress Box C-353, care of Harpware Ace, 239 W. 
39th St., N. Y. City. 





EXPERIENCED MANUFACTURERS’ REP- 
RESENTATIVE WHO HAS been selling jobbers 
and chain store syndicates for over fifteen years 
in the Metropolitan District of New York can do. 
justice to one more good line. Address Box C-313, 
care of Harpware Acg, 239 W. 39th St., N. Y. 
City. 





SALESMEN WANTED TO SELL OUR un- 
derwriters’ approved one quart fire extinguisher to 
hardware sien in protected territories every- 
where. Our machine is the finest and latest on 
the market and our prices right. Commission 
basis; credits for repeats. Live factory repre- 
sentatives may reply to Empyre Fire Equipment 
Manufacturing Company, Inc., 2207 41st Ave., 
Long Island City, N. Y 


SALES ACCOUNTS WANTED 











SALESMAN COVERING PHILADELPHIA 
AND VICINITY for jobber of hardware spe- 
cialties—call on larger hardware stores, lumber 
yards, manufacturers, etc. Salary and commis- 
sion. State full particulars as to lines now han- 
dling and experience. Address Box C-360, care of 
Harpware Ace, 239 W. 39th St., N. Y. C. 


DIFFERENT — BETTER — AGGRESSIVE — }) 
INTELLIGENT — REPRESENTATION. We have }) 
on our books, in Metropolitan Area alone, sixteen 1 
active hardware jobbers, forty-one electric jobbers, 
forty-two premium jobbers and mail order premium i 
users, nine silverware jobbers, eleven department 
stores. We sell low-priced electrical appliances. >} 
Can handle one more good line. Maintain two-story 
h building. Our seventh successful year. 





EXPERIENCED SALESMEN NOW COVER- 
ING HARDWARE retailers to sell wonderful 
new line of metal kitchen and bath stools with 
many exclusive features. Better stools that whole- 
sale for less money. Fast sellers. Write for de- 
tails of attractive proposition to—Benjamin-Metz- 
ger, Inc., 392 St. Paul Stteet, Rochester, New 
York. State your experience. 


_SALESMAN WANTED TO HANDLE AS 
sideline complete line of infants’ toilet training 
seats. The commission from original and repeat 
orders should more than pay your entire traveling 
expenses. State territory covered, items you now 
sell, etc. The territory is exclusive and we are 
particular. Address—The WeeWee Toilet Seat 
Company, Woodside, Long Island, N. Y. 


SALESMEN, WITH ESTABLISHED 
TRADE SELLING direct to hardware stores, if 
you want hot item for side line, one selling from 
coast to coast, write us. Unless you have estab- 
lished trade do not reply. Give all details, terri- 
tory you cover, lines you have, how long you have 
covered territory. Address—Fulton Products Co., 
125 West 33rd St., N. Y. City. 











Immediate volume if line is right. { 
Address Box C-363, care of HARDWARE AGE, ‘ 
239 W. 39th St.. N. Y. City 














EXPERIENCED MANUFACTURERS’ REP- 
RESENTATIVE CAN DO justice to a couple of 
good lines in the Metropolitan District of New 
York. Address Box C-368, care of HarDWARE 
Ace, 239 W. 39th St., N. Y. City. 





I AM SELLING 300 GOOD LOYAL retail 
hardware accounts in the states of Oregon, Wash- 
ington, Idaho, and Montana. Will be glad to 
hear from manufacturers wanting representation. 
Address W. M. Clark, Box 2150, Portland, 
Oregon. 





HICKORY TOOL HANDLE LINE WANTED 
by manufacturer’s agent selling the hardware 
trade in Ohio for the past 15 years, correspon- 
dence invited from manufacturers interested im 
getting distribution in this state on a commission 
basis. Address Box C-365, care of HARDWARE 
AcE, 239 W. 39th St., N. Y. City. 





SALESMEN CALLING REGULARLY ON 
HARDWARE jobbers, semi-jobbers and major 
dealers to sell our high quality line of grinding 
wheels and sharpening stones as side line on com- 
mission basis. Priced right with freight allow- 
ance. Full protection in territory. Bound to re- 
peat. Address Box C-311, care of Harpware AGE, 
239 W. 39th St., N. Y. City. 


CHROMIUM KITCHEN HARDWARE AS 
SHOWN _IN ‘HARDWARE AGE’. OCTOBER 
22ND, PAGE 126. REPRESENTATIVES 
WANTED IN NEW YORK STATE, PHILA- 
DELPHIA DISTRICT AND SOUTHERN 
STATES. GIVE FULL _INFORMATION 
WHEN WRITING. ADDRESS—AMERICAN 
BRASS GOODS COMPANY, GRAND RAPIDS, 
MICHIGAN. 





MANUFACTURER’S REPRESENTATIVE 
COVERING THE PACIFIC Northwest can give 
excellent attention to another line. Interested 
only in quality line of known manufacturer. Best 
of references. Correspondence invited. Address 
Box C-361, care of Harpware Ace, 239 W. 39th 
Se., N. Y. City. 








SALESMAN COVERING SOUTH CALLING 
REGULARLY on hardware jobbers and large 
retailers, hotél] supply jobbers and housefurnish- 
ing departments invites correspondence from 
reputable manufacturer with small line, or item 
with volume possibilities. Under forty years of 
age and have more than ten years of experience. 
Address Box C-364, care of iconme Ace, 239 
W. 39th St., N. Y. City. 
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SALES ACCOUNTS WANTED 








POSITIONS WANTED 


POSITIONS 








WASHNGTON, OREGON, IDAHO, AND 
MONTANA manufacturers’ line wanted for above 
territory by agent now calling on the hardware 
jobbers and large building supply dealers. Ten 
years’ experience in the building hardware and 
electrical business. Have a large following and 
can assure satisfactory results. Best references 
can be furnished. Address Box C-356, care of 
Harpware Ace, 239 W. 39th St., N. Y. City. 


POSITIONS WANTED 


Hardware Personnel 


o- files contain applications of several hundred ex 
and well-trained employees in the hard. 
mare Per ty: 


ARGE TO Ser Levens FOR THIS 














It # 
ASSOCIATED PLACEMENT ‘pUREAU 
152 West 42nd wa New York City 
vis. 7-1802, 1803 


b—— 








AVAILABLE JANUARY FIRST—aAn energetic 
sales. executive of demonstrated ability, wide ex- 
perience, sound well-balanced judgment, physical 
and mental vigor, alert, resourceful, adaptable and 
of pleasing personality with unassailable character 
and credentials is seeking a new association on ac- 
count of principals’ retirement from business. Is 
especially well equipped by experience and perform- 
ance to administer heavy responsibility. Personal 
interviews are sought with interested manufacturers. 

Address Box C-362, care of HARDWARE AGE, 

239 W. 39th St.. N. Y. City. 











BUILDERS’ HARDWARE AND MECHAN- 
ICS’ TOOL salesman familiar with jobbing, large 
retail and chain store trade is seeking a connec- 
tion. Prefers eastern territory or midwest. Ar- 
dress Box C-359, care of Harpware AGE, 239 W. 
39th St., N. Y. City. 





SALESMAN SEEKING OUTSTANDING 
ITEMS that could be sold in quantities in Ohio 
and Michigan to the chain stores, furniture, de- 
partment and wholesale and retail hardware trade. 
Had twelve years’ experience calling on above 
trade. Address Box C-366, care of HarDWARE 
Acz, 239 W. 39th &., N. ¥. City. 





FINANCIAL EXECUTIVE, CREDITS, COL- 
LECTIONS, ORGANIZATION, legal, admitted 
to the bar. Knowledge of accounting. Manufac- 
turing automotive furniture preferred. Thor- 
oughly trained executive. Excellent references. 
Address Box C-355, care of Harpware AGE, 239 
W. 39th St., N. Y. City. 





HAVE SEVERED MY _ CONNECTIONS 
WITH one of largest purchasing companies and 
am open for proposition as buyer or manufacturer’s 
representative. Fifteen years’ experience buying 
hardware and kindred products. = furnish best 
of references. Address—William C. Feil, 7023% 
Sheridan Road, Chicago, III. 





_A HARD-HITTING SALESMAN, with en- 
viable record, seeks better opportunity. In early 
forties. Well acquainted with and has strong 
foilowing in the hardware trade of Metropolitan 
New York and parts of New York State and 
New Jersey. Now and for more than ten years 
with a prominent hardware manufacturer. Ad- 
dress Box C-329, care of Harpware AcE, 239 W. 
39th St.. N. Y. City. 








A WELL-QUALIFIED WHOLESALE HARD- 
WARE office man seeks position. Twelve years 
with prominent eastern jobber, and for two years 
previous with marine hardware distributor. Effi- 
cient systematizer ; thoroughly trained and expe- 
rienced in pricing, billing, quotations, phone orders, 
price service, and inside sales work and promo- 
tional details. Age 32. Location no factor. Ad- 
dress Box C-349, care of Harpware Ace, 239 W. 
39th St., N. Y. City. 





SALESMAN, EXPERIENCED, DESIRES TO 
REPRESENT ‘manufacturer in Philadelphia Dis- 
trict, Eastern Pennsylvania and Maryland, South- 
ern New Jersey and Delaware calling on industrial 
plants, jobbers, contractors and large dealers. Have 
represented present company for eight years. Ad- 
aa C. Bush, 1600 Arch Street, Philadel- 
phia, Pa. 


HARDWARE MAN, FORTY-THREE YEARS 
of age, thoroughly experienced in retail and 
wholesale hardware, paints, sporting govuds and 
kindred lines, both inside and outside, desires a 
position with responsible retail firm. Capable of 
buying, bookkeeping and store management. Sal. 
ary secordary. Free to go anywhere. Middle 
West or South preferred. Address Box C-242. 
oon of Harpware Ace, 239 W. 39th St., N. Y¥ 

ity 


BUILDERS’ HARDWARE MAN SPECIAL- 
IZING IN detail work in connection with contract 
jobs. Twelve years’ experience in same capacity 
with a leading manufacturer. Thorough knowl- 
edge of plan reading, take-offs, preparing sched- 
ules, master key and template work. Finest of 
credentials. Seeks an opportunity with a manu- 
facturer or large wholesaler. Salary secondary 
to opportunity. Single and can locate anywhere. 
Now in East. Know all lines although Russwin 
is preferred. Address Box C- a care of Harp- 
WARE AGE, 239 W. 39th St., N. ¥. City. 


POSITION WANTED, AS SALESMAN, 
forty-two years of age, thoroughly experienced in 
hardware and mill supplies, particularly mechanics’ 
tools. Twenty years as traveling salesman in 
New York State, Pennsylvania, West Virginia, 
Michigan, Indiana and Ohio, calling on wholesale 
and large retail hardware, mill supply and auto 
accessory trade; also large manufacturers. Now 
employed but available on short notice. In excel- 
lent health and free to go anywhere. Excellent 
references. Commission with drawing account or 
salary. Write for details or personal interview, 
Address Box C-352, care of Harpware AGE, 239 
W. 39th St., N. Y. City. 




















All Departments Show RESULTS 
From Classified Ads In Hardware Age— 


The pulling power of Hardware Age to secure results 
from its classified culumns is proven with every 


issue. 


When those in the Hardware trade use the Business 


Opportunities columns the “Knock” 


is usually 


answered—when Sales Representatives are wanted 
they are usually secured—when qualified Hardware 
Men seek positions they know Hardware Age will 
put them in touch with the leading Hardware 
companies. 
For quick results try the Classified Section— 


HARDWARE AGE 


Classified Opportunities Dept. 
239 West 39th St., A Chilton Publication New York, N. Y. 


® 


A.B.C.—Charter Member—A.B.P. Inc. 
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Opens Wide the Door to the 
1937 -1938 


KkkKkn 
HARDWARE MARKET 
HARDWARE AGE 
Verified List 


The Authoritative List of 
WHOLESALE HARDWARE HOUSES 





The Only List of Hardware Jobbers in Book Form Published. 


Recognized by all who sell thru hardware channels as an essential need for 
effective selling to Hardware Jobbers. 


» @ THEIR NAMES and ADDRESSES 
GIVES: @ CAPITALIZATIONS 
@ LINES HANDLED 
@ TERRITORIES COVERED 
@ NUMBER of MEN TRAVELLED 
@ NAMES of OFFICIALS and BUYERS 


Obviously information useful in personally contacting jobbers — in making 
credit arrangements—and in direct mail sales promotion advertising. 
e+e 
Contains the following complete lists:— 


SHELF HARDWARE JOBBERS 

HEAVY HARDWARE JOBBERS 

DISTRIBUTORS OF MILL SUPPLIES 
PLUMBERS’ AND TINNERS’ SUPPLIES JOBBERS 
MANUFACTURERS’ AGENTS 

HARDWARE CHAIN STORES 

HARDWARE ASSOCIATION LISTS 


These Lists Are Needed by All Who Sell Thru Hardware Channels. 
Price $10.00 a Copy—Remittance With Order. 


HARDWARE AGE Verified List 
239 W.39th Street New York, N.Y. 


14TH EDITION—PUBLICATION DATE JANUARY 15, 1937 














DECEMBER 17, 1936 





MANY EXTRA DIMES FROM THIS Miational 
New All-Metal Revolving Display Cabinet 4 
© cud ib FREE! HARDWARE 


A age nonniny n -5 a steady demand 
‘or Moore Pus. ins, aluminum or 
glass headsand Moore Pushless Hangers. { ECOGNIZED everywhere ~ se 

Our new Revolving Display Cabinet given product of quality. A complete 
absolutely free with 72 window front pack- line to meet every building require- 


ets... occupies only 6% square inches . 
of counter space ... makes sale after sale. ment. Send for illustrated catalog and 


Get one from your jobber today... \ ‘oi i 
ee ute the ee cs join the ranks of National dealers. 
your daily volume. 


MOORE PUSH-PIN CO. National Manufacturing Co. 


BOMMER 
Standard Type 


Lavatory Partition Fittings and oc anes au tees 


Plai d copper-bearing steel Bolts, nuts and rivets ofall 
Stall Door Hardware a and copper-bea Bolts, ayts and rivets ofall 
SHEETS Lagscrews, turnbuckles, etc. 


Flat and corrugated WIRE PRODUCTS 
Plain and copper-bearing steel Smooth and barbed wire 
Toncan Iron Woven wire fencing and poultry netting 
ROOFING AND SIDING Nails and staples 
Flat and corrugated FENCE POSTS 
Roll and V-crimped styles Studded “‘Y”,, punched tee 
Plain and copper-bearing steel and punched angle styles 
Toncan Iron End, corner and gate posts 
1000 “4 ; 


iM, 
REPUBLIC STEEL CORPORATION REPUBLIC] 


Send for Catalog No. 55 SENERAL OFFICES - - + CLEVELAND, OHIO 
BOMMER SPRING HINGE CO., Brooklyn, N. Y. 















































LOOK FOR THE DISTINCTIVE 
CROSS PACKAGE 


red-white-black 
YOUR CUSTOMERS DO! 


To completely satisfy your customers, ask your jobber for COLUMBIAN a / | 
Tape-Marked. You can tell it by the Tape-Marker in all sizes and 
the red, white and blue surface markers in 34 inch diameter and larger. O K. 


Columbian Rope Company, Auburn, “The Cordage City”, N.Y. 


WATERPROOFED - GUARANTEED 


ine 
Genuir®€ hOMES % SILENCE 
SLIDE SILENTLY - SOFTLY- SMOOTHLY 

40S SET- 10% SET~- 106 SET SAVE FURNITURE 
> ae & FLOORS-CREATE QUIET 
“Look for words DOMES ¢f SILENCE” 
wg es NOISELESS FOR TILE 
CEMENT OR MARBLE FLOORS IN 
BATH ROOMS, RESTAURANTS, ETC. 
ew LARGE SIZE FOR METAL & WOOD BEDS 
Nene — J) LARGE CHAIRS & ALL FURNITURE.. iL AS ° 
Ask your Jobber— ibe ata sehash ison et ene 

If he is not supplied, write to FLORENCE res 


























STOVE CO. 
KANKAKEE. ILL. 


DOMES of SILENCE, Inc., 35 Pearl St, N. Y. C. | SS eee 
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“How're you going to keep the stock 


out of that east ‘forty’ of yours?” 


™ ‘75, ROLLIE COOK asks a Customer 


im. SE 


Ten years ago, Rollie Cook, Proprietor of the Attica Lumber Company, 
Attica, Ohio, started handling RED BRAND fence just to balance his 
stock of farm supplies. Now he finds it his most profitable side line. 


Mr. Cook really SELLS fence. He doesn’t ask them if they WANT it 
...he shows them why they NEED it, and he makes it his business 
to know his customers and their farms. 


Many a man has gone to the Attica Lumber Co. to buy a little lumber or a few 
nails — and gone home with some much-needed RED BRAND fence. 


— 


Se 


; 
* 
on 


This handy arrangement (above) was quickly set up in the At- 
tica Lumber Company yard, and saves much time and effort 
when selling odd lengths of poultry fence and netting. Just reel 
off what the customer wants, and roll it up. 


Lyf helps sell fence, Mr. Cook finds. So here’s his RED 
BRAND fence and steel post display right out in front. Notice 
the price tags. This trick attracts a lot of attention. 


PUTS ON A VAUDEVILLE SHOW 
Consistant advertising has thoroughly established the Attica 
Lumber Company and Keystone fence products. Mr. Cook 
uses local newspapers, all the direct mail material supplied 
by Keystone, and publishes his own monthly house organ, 
featuring fence in season. The highlight of the year’s promo- 
tional activity is a vaudeville show sponsored by Mr. Cook 
in conjunction with the Keystone salesman in that territory. 
It’s a popular affair, including prizes, and a little talk about 
RED BRAND fence. Now, just try to sell those Attica 
farmers any fence without that distinctive red top-wire! 


RED BRAND MAKES GOOD 
Naturally, RED BRAND fence, barbed wire, Red Top posts 
and other Keystone products have made good with Mr. Cook’s 
customers. The success Keystone dealers enjoy is based on 
products of exceptional merit, backed by effective national ad- 
vertising and whole-hearted co-operation of the manufacturer. 
There are definite advantages as a Keystone dealer. We’ll ex- 
plain in detail upon your request. Now’s a good time to write. 


KEYSTONE STEEL & WIRE CO. 


Department P Peoria, Illinois 


RED BRAND Fence 


BARBED WIRE:--RED TOP POSTS 
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For More 
/ ]|937 Profits 
Tie In With 
WINCHESTER 
PROGRESS 





AST January, replacing famous Model 86 Winchester 

lever action big game rifle at the close of its Golden 

Jubilee year—marking a full half century of unparalleled suc- 

cess-- Winchester Model 71 was announced. With two new faster 

stepping, harder hitting Super Speed .348 Winchester cartridges. 

Beginning with early winter hunting reports from Old Mexico, from 

everywhere, all year, has come praise of Model 71’s performance in 

fully meeting Winchester’s claims for it—the ONE BEST lever action 

all around big game rifle. Praise backed by such a flow of orders that 
prompt shipments temporarily became impossible. 


You will readily think of other recent successful Winchester improve- 
ments which have brought quick, enlarged buying activity. Sensational 
low-cost rifles and shotguns. Amazing advances in ammunition. 


NEARLY 70 YEARS OF GETTING READY FOR 1937 


Year after year, with outstanding success Winchester’s progressive manu- 
facturing program is improving and developing Winchester products. 
( ae ss This activity, building and enhancing the famous Winchester reputation 
JET the new Winchester Pocket oe : 
Catalog, just printed. — World Standard Guns and Ammunition for nearly 70 years— provides 
Of notable importance is the an- you with ever new and larger opportunities for sales and profits. Tie in 
nouncement of the new Model 70 A . ‘ ae ‘ 
rifles, for delivery after January 1, with Winchester progress for a bigger gun and ammunition year in 1937. 
1937. Bolt action hunting rifles and 
big bore target rifles. Replacing the 
Model 54 line except in .22 Hornet 
caliber. ... Ask your Jobber’s Sales- 
man to order your copies immedi- 
ately. Get a supply for customers. 


4 ag 


TRADE MARK 





Ask Your Jobber’s Salesman for Latest Detailed Information 


WINCHESTER REPEATING ARMS Co.,NEw HAVEN, CONN., U.S.A. 
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